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HELPING TO KEEP AMERICA STRONG 


America’s destiny rides on her ability to produce. Day and night, 
the telephone helps our factories get out the goods and the guns. In 
many other ways it helps to safeguard the country and its people. 


Civilian Defense. The telephone 
is an essential link in national, state 
and local defense. One of the Bell 
System’s most important current 
undertakings is the installation of 
telephone facilities for a Radar Net- 
work rimming the country. 


Meeting Military Needs. Thou- 
sands of miles of private line net- 
works have already been provided 
for military needs. Long Distance 
as well as local telephone facilities 


are also being built and installed 
in record time for military bases 
and training camps all over the 
country. 


Arms and Radar Leader. The 


Nation’s largest producer of gun di 


rectors, radar equipment, radio and 
telephones for military use during 
the last war was the Western Elec- 
tric Company, manufacturing and 
supply unit of the Bell System. 
Western Electric and Bell Labora- 


tories completed over 1200 military 
projects. They are again working 
on special defense assignments. 


Value of Growth. Times of na- 
tional emergency emphasize the 
value of a nationwide telephone 
system big enough and good enough 
to meet the needs of its people, its 
armed forces, and its industries. 


Whatever the job, you can de- 
pend on the telephone and on tele- 


phone people to help get it done. 


BELL TELEPHONE SYSTEM 
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Three reduction ratios available. Photo- suj 
graphs fronts and backs of documents side 
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operated from a sitting position. 


nwo IMPORTANT NAMES IN MICROF I py, 
c 


Bell c Howell | | Burroughs 
MANUFACTURER DISTRIBUTOR 


BANKERS MONTHLY 





ITER 


NTAL R 


CKHOLDERs? 


MEETINGS 


GENERAL JOURNAL 
ECORDS 


R 


=SEDOCUMENTS ? 


Protect them 
with Burroughs Microfilming —_ 


KETS 


CATES 


ler, Proj 
1 some 
iter. 






ONTHLY 


Chances are that nothing will ever happen to those 
bank records you value so highly. They’re not 
likely to be destroyed or seriously damaged. But 
supposing they were? Where would that leave you? 


Taking steps to protect vital records from possible 
damage or loss is simply good business. By doing 
so, you safeguard the interests of all concerned— 
stockholders, customers and employees alike. 
Through protective measures, you invest in a 
future of continuing progress. 


Probably you are using microfilm for recording 
checks ind statements and know its advantages. 
Why not use microfilming to protect a// your valu- 
able documents . . . documents that support your 


FAST SERVICE — ANYWHERE 


Adanta Detroit Pittsburgh 

Boston Houston Portland, Oregon 
Buffalo Kansas City Seattle 

Chicago Los Angeles St. Louis 
Cincinnati Minneapolis San Antonio 
Cleveland New Orleans San Francisco 
Dallas New York City Washington, D. C. 
Denver Philadelphia 


DRAFTS 


asset and liability position, your relationships 
with depositors and employees? Microfilming is 
the fastest, surest, most economical way .. . and 
Burroughs microfilming is particularly fast, efficient 
and thrifty, permitting you to place more documents 
on a roll of film than does any other! 


Your Burroughs representative will welcome the 
chance to demonstrate the ease and economy of 
microfilming ... with equipment built by Bell & 
Howell, a famous name in fine photography. You 
may also wish to have the new Burroughs booklet, 
“Safeguarding Vital Records with Burroughs 
Microfilming,” which presents a definite procedure 
for reproducing your records. Just ask your 
Burroughs man for your copy. 


WHEREVER THERE’S BUSINESS THERE’S dh 
Burroug Ss 


23 BURROUGHS PROCESSING CENTERS... FROM COAST TO COAST 





Skilled mechanical service, on your premises from 583 Burroughs service centers. 


May, 1951 








From Where We S@.... 


I HAVE BEFORE ME A DOCUMENT . 


that is highly significant, not only 
because it contains a vital message, 
but for the further reason that that 
message emanates from a vast seg- 
ment of the womanhood of the 
farms of America, the Associated 
Women of the American Farm 
Bureau Federation. It is a booklet 
entitled “Is Your Choice Inflation?” 
Mrs. Gloria Lambson, a former 
president of the Associated Women 
of the Massachusetts Farm Bureau 
Federation, supplied the basic idea 
and much of its material. Her hus- 
band, Lorenzo Lambson, is a mem- 
ber of the Board of Directors of the 
American Farm Bureau Federation. 


The booklet begins with an inter- 
esting and easily understood defini- 
tion of inflation and explains the 
impact of our mobilization effort 
upon our economy in terms of re- 
sulting inflationary pressures. It 
goes on to point out the evil con- 
sequences of inflation, stating that 
our own actions could lead us, via 
the inflationary route, to the de- 
struction of our economy and our 
Government. 


Wage-Price Controls Wasteful 


In its consideration of control 
measures, the booklet asks, “Will 
Wage-Price Controls (with ration- 
ing) do it?” And supplies the ready 
answer, “No! How can they? The 
root of our trouble is the imbalance 
of goods and money. Wage-Price 
Controls and Rationing don’t do 
anything to reduce the money sup- 
ply ... they encourage people who 
want goods more than they want to 
save ‘cheap’ money to use their 
dollars on the black market. Cer- 
tainly they don’t increase the sup- 
ply of goods. In fact, they make it 
smaller. Here’s why: Many: people 


lose the incentive to be productive,- 


valuable by-prdoucts are destroyed 
in an attempt to avoid regulations, 
(for example: many needed and 
scarce drugs come from meat by- 
products) scarce manpower is 
wasted in less productive and 
wholly unproductive jobs.” 


Increased production is, of course, 
stressed as a paramount corrective 
measure. Second on the list is gov- 
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This 52” x 82” booklet, containing 15 pages 
of simply stated and highly illustrated com- 
ment on inflation, checks it squarely up to 
the individual to apply corrective measures. 


ernmental economy: “Tell. your 
Congressman you want Uncle Sam 
to economize on everything—to 
eliminate all non-essential expendi- 
tures. (And mean it, even if your 
pet project feels the shears!!)” 


As a third measure, we are urged 
to “Willingly accept higher individ- 
ual and corporation taxes. Else, 
higher and higher goes the Federal 
debt. It’s more fun to keep money, 
but when there is more money than 
there are things to buy, it is the 
basis of our trouble. It’s smart to 
pay taxes and spend less for scarce 
goods while money is still good. 
That helps keep it good. When 
Uncle Sam needs it, he must either 
make (print) it or take it. The more 
he makes, the less it’s worth, so it’s 
smarter to have him take enough 
to pay the bill as we go.” 


Credit controls “help keep dollars 
good,” and we must work with, “not 
against ’em ... Borrowing money 
to buy things increases the supply 
of money— it does not increase the 
supply of things to spend it for. All 
of us must exercise self-discipline.” 


Battle Must Be Won On Every Front 


Every aspect of the battle against 
inflation is important. It must be 
won on every front or the entire 





effort will fail. We have Charles E 
Wilson’s word for it that we are 
winning on the production front. Og 
those involving non-military goy. 
ernmental expenditures, taxes, the 
use of credit and non-bank bond 
sales, we aren’t doing so well. Of 
these, non-military governmental 
expenditures appear to constitute 
both our greatest problem and our 
greatest opportunity. 





To return to the booklet, it will 
be recalled that we are urged to tell 
our Congressmen to economize, 
even if our “pet project feels the 
shears.” This, of course, means that 
Federal Aid for local projects of all 
kinds must receive the severest 
scrutiny and that we must be guided 
in our actions with reference to 
them by our regard for the long- 
range welfare of the governmental 
and social structure of which we are 
an integral part. It is everybody’s 
fight, and everybody is going to lose 
if it isn’t won. 

Organized banking and individual 
banks and bankers are performing 
yeoman service for the cause of 
fiscal integrity and a sound econ- 
omy, but the success of their efforts 
is by no means assured. The fight 
must be carried to the people and 
through them to our representatives 
in Congress by every method of 
communication we know anything 
about. 


Booklet Points The Way 


Stated differently, this is a bill of 
goods that must be sold. To be sold 
it must be understood. This booklet, 
sponsored, prepared and distributed 
by a thoroughly representative 
group of farm women, seems to 
point the way to a really effective 
technique for getting the whole job 
done. 





Inquiries regarding samples of 
the booklet and the availability of 
quantities of them for local distri- 
bution should be addressed to The 
American Farm Bureau, 221 North 
LaSalle Street, Chicago 1, Illinois. 


Editor 
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Looking down on East Corinth, a 
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United States, where lives are sim- 
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strong, religion militant, and hu- 
man health vigorous. 
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Poppy Day 

A superstition of the women of 
France after World War I inspired 
the American Legion Auxiliary to 
make the poppy its memorial 
flower. These French women be- 
lieved that the poppy was a symbol 
of the blood of boys who fell on 
Flanders Field, because of the 
abundance of poppies which grew 
there in the spring of 1919, espe- 
cially where the bloodshed was 
greatest. 

The first street sale of poppies 
was held in June 1919 at Milwau- 
kee, Wisconsin for the homecom- 
ing of the 32nd Division, and in 
1922, the Veterans of Foreign Wars 
initiated the idea of selling poppies 
to support a national welfare pro- 
gram to aid disabled and needy 
war veterans. 


Buddy ly” 
Dopiy/ 


MEMORIAL DAY 










NATIONAL BANK 


THE CHASE 


OF THE CITY OF NEW YORK 


STATEMENT OF CONDITION, MARCH 31, 1951 
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RESOURCES 
Cash and Due from Banks $1,435,547,720.10 
U. S. Government Obligations. 1,419,840,131.68 
State and Municipal Securities . 202,666,148.58 
Other Securities 219,222,525.29 
Mortgages om he 40,133,701.85 
Loans. ae ‘ 1,869,667,421.64 
Accrued Interest Receivable 10,703,033.61 
Customers’ Acceptance Liability ‘ 32,303,627.17 ; 
Banking Houses 28,613,499.12 
Oeber Assets . . «+ « « a 13,514,880.20 
$5,272,212,689.24 
LIABILITIES 
ey ea a a $4,846,660,746.52 
Dividend Payable May 1, 1951 2,960,000.00 ' 
Reserves—Taxes and Expenses. 16,966,348.20 
Other Liabilities 16,706,819.64 } 
Acceptances Outstanding 37,042,858.56 


Less: In Portfolio 
Capital Funds: 
Capital Stock. . . . 


(7,400,000 Shares-$15 Par) 


Surplus . 56 + © © «© « 
Undivided Profits . .. . 


United States Government and other securities carried at $546,290,430.00 were pledged 


- $111,000,000.00 


189,000,000.00 
54,935,516.63 





3,059,600. 31 


354,935,516.63 
§5,272,212,689.24 





to secure public and trust deposits and for other purposes as required or permitted by law. 


———— —$— — — — eeEeeEeee 





Member Federal Deposit Insurance Corporation 





LTT 








BANKERS MONTHLY 





“Tl 








) 
) 


ee 





Purchasing 
For Efficiency 
AndEconomy 


By R. O. MONEY 


Purchasing Agent, City National Bank 
& Trust Company, Kansas City, Mo. 


N THESE TIMES OF SHORTAGES, in- 
creased prices and uncertain de- 
livery dates, problems involving 

the purchase, control, storage and 
use of bank supplies are vital to the 
efficient operation of any bank and 
the value of an adequate purchas- 
ing system is readily apparent. 
The procedures employed in achiev- 
ing this objective vary with the 
size of the institution, but pur- 
chasing principles are the same re- 
gardless of the size or type of or- 
ganization. This article is by no 
means the first to be written on the 
subject, but it describes our ex- 
perience in the development and 
use of a system which we feel is 
adequate, and one which may be 
adapted to the needs of all but the 
smallest banks. 


Following five years of service 
as a personnel officer with the army, 
I joined the staff of City National 
as purchasing agent. I was unfa- 
miliar with both purchasing and 
banking procedures and, after a 
year of experience with the sys- 
tem then in use, it was apparent 
that due to our rapid expansion a 
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A Simple Plan For Controlled Purchase, 


Storage And Use Of Supplies 


complete revision of our purchasing 
system was necessary. There fol- 
lowed a period of reviewing several 
other systems, procedures and 
forms from which we selected and 
fitted into our system those ideas 
which we felt had the greatest mer- 
it. The revised system and proce- 
dures were put into operation in 
January, 1950. 


An Acknowledgment 


I want to take this opportunity 
to express my appreciation for the 
contributions of those who find in 
our revised system, as here de- 
scribed, some part of their own. 
Particular mention is made of the 
ideas obtained from an_ earlier 
banking publication article de- 
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scribing the system of the National 
Bank of Detroit. 

Attempt has been made to devel- 
op the details of our system in ac- 
cordance with recognized purchas- 
ing principles. The bank supply 
problem divides itself logically into 
the following four parts and will be 
discussed in the order in which 
they are named: 


ce. Storing 
d. Using 


a. Purchasing 
b. Controlling 


The most important thing to be 
considered about purchasing is that 
all responsibility for that function 
should be centralized in one per- 
son, on either a full-time or a part- 
time basis, depending upon the size 


Above: Forms are few and simple, 





of the bank. Only by such centrali- 
zation can true economy and effi- 
ciency in purchasing be developed. 
This person should be thoroughly 
trained in purchasing procedures 
and continually add to his knowl- 
edge of the subject by every avail- 
able means, including membership 
in trade associations and active par- 
ticipation in their activities. 

A file of purchasing literature, 
periodically reviewed and main- 
tained in a constantly current con- 
dition, is indispensable. For this 
purpose, I use a five drawer file, 
one drawer of which is allotted to 
catalogues; another, to pamphlets, 
direct mail pieces and other matter, 
arranged according to item or class 
of item; and a third, to various 
banking and purchasing publica- 
tions. I have also set up a classified 
file of business cards as a further 
aid in determining possible sources 
of supply. 


Sales Interviews Profitable 


The sales interview, while prob- 
ably one of the most time-con- 
suming duties of the buyer, can 
be one of the most profitable. If 
confined to the placing of an order 
and the discussion of current 
events, much of its value will be 
lost. The alert salesman is con- 
stantly accumulating information 
and ideas regarding new products 
and new methods which he is only 
too glad to pass along to the buyer. 
As a by-product of one sales inter- 
view, we learned of a form without 
carbon with which we were able to 
replace a spirit hectograph mas- 
terset, at a saving of approximately 
$400 per year. The first year’s sav- 
ings more than paid for the electric 
typewriter which was necessary for 
use with the new system. Trips to 
plants and stores specializing in 
office and bank equipment and sup- 
plies can also be productive of 
many worth-while ideas. 

The next important factor in the 
purchasing function is the use of a 
purchase order, one of which should 
be issued for all items purchased. 
Our purchase order form was de- 
veloped after examining various 
forms used not only by other banks, 
but by other types of organizations, 
as well. Designed for use in a win- 
dow envelope, it is a pre-num- 
bered 81%” x 10%” five-part form, 
each part having a distinctive color 
to facilitate distribution. Fill-in in- 






FOR Oty Meet tank 
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A Purchase Order should be used for all items purchased. 


formation is reduced to a minimum, 
and it is so spaced that it may be 
either typewritten or handwritten. 

The names given the five parts 
will explain their use and distribu- 
tion. They are (1) Vendor’s Copy, 
(2) Auditing Department Copy, 
(3) Purchasing Department Copy, 
(4) Follow-Up Copy, (5) Supply 
Room Copy. The first three parts 
carry identical information, includ- 
ing a section containing routine in- 
structions and the conditions of the 
purchase. In the remaining two 
parts, the latter section of the 
form is devoted to appropriately 
designed space for the recording of 
delivery information. A detachable 
acknowledgement form for use if 
desired or if necessary is appended 
to the Vendor’s Copy. (See illustra- 
tion) 

The Purchasing Department 
Copy is numerically filed in a ring 
binder..The Follow-Up Copy is filed 
in a suspense file in the Purchasing 
Department to serve as a follow-up 
on outstanding orders. The Supply 
Room Copy is filed alphabetically 
according to vendor in the Supply 
Room. 


Will Convert To Snap-Out Forms 


At the present time each set of 
purchase order forms is interleaved 
with carbon as used, but it is 
planned that at the next printing 
they will be made into a snap-out 
form. 


Another important factor to be 
considered in the purchase func- 
tion is the matter of obtaining bids. 
It is our policy to obtain bids on all 
large orders, orders for new items 
or forms, and as a periodic check on 
the prices of all old items or forms. 
Their use insures a considerable 
saving, particularly in the purchase 
of printing. We have found it de- 
sirable to obtain frequent informal 
oral quotations as a means of keep- 
ing informed on general market 
conditions, particularly in the case 
of stationery items. Local conditions 
and considerations of policy, par- 
ticularly regarding reciprocity, 
largely govern the obtaining of bids. 


Inventory Control Most Important 


Proper control makes possible 
the purchase of supplies of the 
right quality, in the right quantity 
and at the right time and right 
price. Most important of all the 
factors involved here is that of in- 
ventory control, which tells the 
buyer when and how much to buy. 

Our inventory or disbursement 
record is a 6” x 8” buff card, filed 
together with a pink card of the 
same size containing a usage and 
purchase history record, in a verti- 
cal visible file. The compactness 
and visibility of this type of file 
will be readily noted from the pho- 
tograph on page 10. 

The usage record is posted from 
the disbursement record, and it in 
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The First National Bank of Chicago 


Board of Directors 


Edward E. Brown 


Chairman of the Board 


Leopold E. Block 


Chairman, Finance Committee, 
Inland Steel Company 


Augustus A. Carpenter 
Director, Hills-McCanna 


Company 


J. D. Farrington 


President, Chicago, 
Rock Island and Pacific 
Railroad Company 


James B. Forgan 
Vice-Chairman of the Board 


Walter M. Heymann 


Vice-President 


Henry P. Isham 


President, Clearing Industrial 
District, Inc. 


James S. Knowlson 


Chairman of the Board 
and President, 
Stewart-Warner Corp. 


Homer J. Livingston 
President 


Hughston M. McBain 


Chairman of the Board, 
Marshall Field & Company 


Bentley G. McCloud 
Banker 


Harry C. Murphy 


President, Chicago, Burlington 


& Quincy R. R. Co 


James Norris 
President, Norris Grain Co. 


James F. Oates, Jr. 
Chairman, The Peoples Gas 


Light and Coke Co. 
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John P. Oleson 


R. Douglas Stuart 


Louis Ware 


Statement of Condition April 9, 1951 


ASSETS 
Cash and Due from Banks 
United States Obligations—Direct and Gucnnnent 
$ 312,559,673.35 


$ 587,909,836.21 


Unpledged 
Pledged—To Secure Public Deposits and 


Deposits Subject to Federal Court Order 303,923,078.25 

To Secure Trust Deposits 77,568,041.00 
Under Trust Act of Illinois 512,000.00 694,562,792.60 
Other Bonds and Securities 133,295,369.75 
Loans and Discounts a . ‘ . 2 1,013,858,179.94 
Real Estate (Bank Building) . ‘ ° ‘ . 2,167,092.97 
Federal Reserve Bank Stock > 4,800,000.00 
Customers’ Liability Account of Acceptances 2,272,968.95 
Interest Earned, not Collected . : ; 5,545,496.88 
Other Assets. ‘a j ‘ , 7 ‘ ‘ . : 1,549,887.82 
$2,445,961,625.12 

LIABILITIES 

Capital Stock . F ; ; ; J ; J - $  75,000,000.00 
Surplus 85,000,000.00 
Other Undivided Profits - 4,098,854.51 
Discount Collected, but not Earned . 2,047,739.12 
Dividends Declared, but Unpaid 1,500,000.00 
Reserve for Taxes, etc. . 25,341,475.64 
Liability Account of Acceptances ‘ , . 3,678,256.72 

Time Deposits . $ 452,997,260.57 

Demand Deposits ; 1,513,513,017.05 
Deposits of Public Funds . 282,784,961.10  2,249,295,238.72 


Liabilities other than those above stated . 


‘ 60.41 
$2,445,961,625.12 





Albert H. Wetten 
President, A. H. Wetten & Co. 


John P. Wilson 
Wilson & Mcllvaine 


Robert E. Wilson 


Chairman of the Board, 
Standard Oil Company 
(Indiana) 


Robert E. Wood 


Chairman of the Board, 
Sears, Roebuck and Co. 


Banker 


Harry A. Wheeler 
Banker 


Vice-Chairman, 
Quaker Oats Company 


C. J. Whipple 


Chairman of the Board, 
Hibbard, Spencer, Bartlett &Co. 


President, International 
Minerals & Chemical Corp. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 








turn determines the minimums and 
maximums for each item of supply. 
The important information for each 
item of supply—the stock number, 
the unit, the minimum and the bal- 
ance on hand—is readily available, 
and the entire ledger may be easily 
checked as an added safety to as- 
sure prompt ordering of needed 
items. 


The person posting the inventory 
record makes a list of all items, the 
indicated supply of which is at or 
below the required minimum. This 
list is then checked against the 
physical inventories of the item in 
question, which, depending upon 
their nature and the degree of con- 
trol necessary, are stored in either 
our Supply Room or our Safekeep- 
ing Vault. Following the adjust- 
ment of any differences that are 
found, the Supply Room clerk or 
Safekeeping Vault custodian issues 
a purchase requisition in triplicate. 


The form which we use for pur- 
chase requisitions serves also as a 
requisition for supplies, a requisi- 
tion for stamps and requisition for 
the transfer of furniture and equip- 
ment. A purchase requisition ini- 
tiated by the Supply Room clerk or 
Safekeeping Vault custodian can 
readily be identified by its different 
color. 


A Requisition For Each Item 


To facilitate and improve the ac- 
curacy of the posting of the dis- 
bursement record, only one item 
is listed on each requisition. This 
also facilitates the sorting of the 
requisitions for expense distribu- 
tion and their use as receiving 
tickets. This latter feature elimi- 
nates a considerable amount of du- 
plication. A separate receiving tick- 
et is used only for partial ship- 
ments. 


Upon receipt of the purchase 
requisition, negotiations are com- 
menced, bids are requested if nec- 
essary, decision as to vendor is 
made, and the purchase order is 
issued. In the case of printed forms, 
envelopes and paper items, a spe- 
cification sheet is maintained. The 
specification sheet, together with a 
sample of the item in question, is 
filed in another drawer of the file 
previously mentioned. In this 
drawer are also filed samples of 
forms used by other organizations. 
These latter controls are useful in 
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“Our inventory or disbursement record is 
a 6” x 8” buff card... filed in a ver- 
tical visible file." 


maintaining the right quality. 


If bids are necessary, a special 
form is used for each item for which 
a quotation is requested. A sum- 
mary of the bids is prepared in du- 
plicate. The original, together with 
the individual quotations, is then 
forwarded to the Auditing Depart- 
ment for inclusion with pertinent 
papers in preparing invoices for ap- 
proval. The duplicate is filed in the 
Purchasing Department. A record 
of bids is maintained on the specifi- 
cation sheet mentioned previously. 
Bids take care of the matter as to 
right price. 

In the case of printed forms, en- 
velopes and paper items, a further 
control factor is gained by having 
the using department, Comptroller’s 
Department and Purchasing De- 
partment fill out a form containing 
information regarding desired 








changes in copy or _ anticipated 
changes in usage. This form is ini- 
tiated by the Purchasing Depart- 
ment at the time of receiving the 
purchase requisition and must be 
completed prior to issuing the 
purchase order. This form is also 
used in designing and requesting 
authorization for a new form. This 
form is used primarily to assure 
regular revision and in some cases 
cancellation of stock items which 
have become obsolete. It is another 
control measure to assure greater 
accuracy in determining the right 
quality and right quantity. 


Stock Number Used On All Forms 


In order to effectively tie in the 
use of these various control forms, 
a complete numbering system 
which provides a number for each 
item of supply was devised. This 
number is used on all forms and 
must be shown on all requisitions, 
receiving tickets and purchase or- 
ders. The number is not arbitrary 
but indicates the department using 
the form or the type of item. De- 
livery of supplies and posting to 
the stock ledger are governed by 
this stock number alone. 


Storing of bank supplies is an 
important part of the bank supply 
problem as_ supplies improperly 
stored can be the cause of consid- 
erable waste due to spoilage, loss 
or misplacements, and obsolescence. 
Most items should be stored on 
shelves so arranged and constructed 


(Continued on page 14) 


Mr. Money at his desk in The City National Bank. 
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te 
he 
be 
he 
sO A woman’s prayers, overheard in a lonely 
ng ’ forest, launched the career of one of America’s 
iis foremost educators, William Holmes McGuffey. 
re WA TIONS While riding along a trail in 1818, the Reverend 
— Thomas Hughes, a prominent pioneer, heard a 
ch woman praying that her children might receive 
er , se Ate 
al SCHOOLROOM an education. As a result of his investigation he 
ht oS arranged to have her stepson William McGuffey 
attend the Old Stone Academy in Darlington, 
F Pa. Though the family considered this episode 
) Bithplace O M:Guffeys FReadets — a miracle, in later years McGuffey himself used + 
he to remark quizzically that his practical step- 
ns, ai : Lo 8 mother probably timed her prayer to be heard 
em both by the Almighty and His earthly repre- 
ich sentative. 
= Born on the Pennsylvania frontier in 1800, 
a McGuffey as a boy received only rudimentary 
will education. Even after entering the academy 
ary his home duties prevented full-time attend- 
ing ance. He memorized his lessons, however, and 
Je- recited them aloud while at his chores, thus 
to developing his renowned oratorical ability and 
by the memory which enabled him to repeat 
verbatim many books of the Bible. 
an After working his way through Washington 
ply College and teaching summers, McGuffey be- 
m came a professor at Miami University in 
aed Oxford, Ohio. Here in 1833 he and his wife 
am moved into their new home (now owned by 
on Miami University) where the idea was born 
ted for the readers which made his name a house- 


hold word. Here, with his own and neighbors’ 
children, he tested his theories of education; 
often holding classes outdoors with pupils 
seated on logs. His highly successful series of 
readers incorporating his teaching methods 
proved far superior to earlier textbooks not 
only in their carefully graded material but in 
the use of numerous illustrations which ap- 
peared in later editions. 


A striking figure in his black bombazine suit 
and stovepipe hat, McGuffey was an unfor- 
gettable teacher and his readers had untold 
influence on the mental and moral development 
of generations of schoolchildren. 


AS ala ~— ee 
The Home, through its agents and THE H OM E we 
brokers, is America’s leading Loud 
insurance protector of American homes HLECHee 
and the homes of American industry. Home Office: 59 Maiden Lane, New York 8, N. Y. 


FIRE ° AUTOMOBILE ° MARINE 
The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


Copyright 1951, The Home Insurance Company 
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HN AMERICAN EXPRESS HISTORY! 


d to CAPITALIZE on a great travel year! 
... keyed to increase INTEREST in your bank! 




































All signs say that 1951 is sure to be a 
big travel year for your customers. 
Very few of these people are world 
travelers. Most of them are people 
who take regular one-week, two-week 
and three-week vacations . . . most of 
whom are prospective purchasers of 
the best-known and most widely ac- 
cepted cheques in the world—American 
Express Travelers Cheques. 

To help your bank get the greatest 
benefit from this mass vacation travel, 
American Express—which has built up this great business 
since 1891—is now launching its most aggressive sales pro- 
gram in history! Large-space advertising appearing regu- 
larly in a mighty list of magazines will build a market for 
American Express Travelers Cheques. To make sure your 
bank gets its full share of the business, sales aids are 
available to attract more buyers for American Express 
Travelers Cheques locally to your bank! There’s no charge 
for the material. Use it in your bank and in your local 
advertising. It will attract new customers—customers who 
will appreciate your bank’s service in supplying them 
with cheques that give the greatest convenience and 
protection. 






The New 1951 American Express Portfolio 
supplies you with all these FREE sales helps! 





@ Leaflets for statement enclosures 
@ Attractive counter displays 

@ Newspaper advertising mats 

@ Radio commercials 


This promotion kit was mailed 
to banks APRIL IST. If by any 
chance yours hasn't reached 
you, please write to Olaf Ravn- 
dal, Vice President, American 
Express Company, 65 Broad- 
way, New York 6, N. Y. 


























Put this promotional material to work 
for you. Select the items you want and 
send for the quantities you can use. 






TRAVELERS CHEQUES 


MOST WIDELY ACCEPTED CHEQUES IN THE WORLD 
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as to provide a maximum of acces- 
sibility, in rooms which should be 
clean, well lighted, properly heated 
and ventilated. Extreme dryness 
or humidity will tend to speed up 
deterioration of most bank supply 
items. 

Bulky items may be stored on the 
floor in stacks, although it is wise 
to raise them slightly from the floor 
level. New supplies should be placed 
behind old ones, and the policy of 
“first in, first out” should be ob- 
served. 

It is only by means of physical 
inventories that the accuracy of the 
stock ledger can be checked, and 
such check should be made at least 
once a year. Our stock rooms occu- 
py an area of approximately 20,000 
cubic feet, and all supply items are 
stored according to stock number 
and in the same order in which 
they appear in the stock ledger. 
Care is taken to stack the supplies 
in uniform quantities, so that they 
may be easily counted. These meas- 
ures greatly simplify the task of 
taking inventory, and a crew of five 
or six men is able to complete it in 
an eight-hour period. 


Second Annual Inventory A By-Product 


It will be recalled that a physical 
check of the inventory of individual 
items is made previous to the is- 
suance of purchase requisitions for 
items found to be in short supply. 
The quantity on hand is again 
shown at the time of preparing the 
receiving ticket upon delivery of 
new supplies. This information is 
routed and assembled in such a 
way as to amount, for all practical 
purposes, to a second annual physi- 
cal inventory. 

The original of the receiving 
ticket, attached to the delivery tick- 
et, invoice or other pertinent forms, 
is forwarded to the Auditing De- 
partment, and the duplicate is for- 
warded to the Purchasing Depart- 
ment. The Auditing Department 
posts the receipts to the disburse- 
ment record and prepares the in- 
voices for payment. They are ap- 
proved for payment by the Pur- 
chasing Agent prior to issuance of 
the check. The Purchasing Depart- 
ment is responsible for comparing 
stock ledger and physical inventory, 
adjusting any differences and com- 
puting average unit cost. The Sup- 
ply Room clerk does not have ac- 
cess to the stock ledger. 
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All serially numbered forms are 


stored in locked cabinets in the 
Safekeeping Vault under dual cus- 
tody. This is a precaution against 
the misuse of these forms as some 
are negotiable, some are used for 
receipts, and the serial numbers are 
in all cases a basis for audit control. 


The using of bank supplies -is 
probably the most difficult of all the 
phases of the bank supply problem. 
Those members of our staff who are 
not immediately concerned with the 
problem as a whole have, for the 
most part, no interest in the subject 
beyond keeping adequate supplies 
on hand for their own use. There 
is a tendency to overlook the effect 
of faulty using habits upon the 
over-all situation with reference to 
the supply of the items in question. 


As an aid to our employees, we 
have prepared a Supply Manual 
and distributed at least one copy 
to each department and secretary. 
This manual contains instructions 
covering all routine procedures 
governing the issuance of supplies, 
including a listing by stock num- 
ber, description and unit of order 
for all items carried. When it is 
realized that among the 1200 items 
listed in the manual there are 36 
different machine ribbons of which 
17 are for typewriters, 42 checks 
and drafts, 11 pen points, 9 pencils, 
10 deposit slips, 73 envelopes and 
18 letterheads, the importance of 
using a stock number when order- 
ing supplies becomes very apparent. 

We recommend that one person 
in each department be responsible 
for ordering and keeping all sup- 
plies for that department. Adequate 
storage facilities are provided in 
the various departments, each of 
which is asked to observe a maxi- 
mum limit of 30 days’ supply. 

Requisitions for items of supply 
are forwarded through the Pur- 
chasing Agent who is responsible 





for checking their correctness. They 
are then forwarded either to the 
Supply Room or Safekeeping Vault, 
as may be appropriate, and the or- 
der is filled on the following day. 
A duplicate of the requisition ac- 
companies the items ordered to in- 
sure proper delivery. 


The Supply Room clerk and Safe- 
keeping Vault custodian price each 
requisition and return each day’s 
requisitions to the Purchasing 
Agent for posting to the disburse- 
ment record. In the case of the se- 
rially numbered items in the Safe- 
keeping Vault, a triplicate copy of 
the requisition is required for the 
use of the Auditing Department 
clerk responsible for the control 
of the particular item in question. 
Those in charge of deliveries of 
supplies are cautioned to make 
them only when they have properly 
completed requisitions. 


In order to maintain our stock 
ledger in a constantly current and 
accurate condition, the requisitions 
are posted daily, the operation re- 
quiring approximately twenty min- 
utes. We have found that if posting 
is allowed to accumulate, it be- 
comes a chore, and that the desire 
for speed in completing the task is 
likely to result in inaccuracies. 
Moreover, this daily posting gives 
an opportunity to make a study of 
the requisitions. This study enables 
immediate note of any unusual or 
abnormal usage to be taken and 
any necessary adjustments to be 
promptly made. A delay of a week 
or two would, of course, corre- 
spondingly reduce the effectiveness 
of our supply controls. 


Supply Costs Distributed Monthly 


At the end of each month, the 
requisitions are sorted by depart- 
ments and listed to make the ex- 
pense distribution. Supply costs are 
thus leveled off in such a way as 
to indicate much more clearly their 
contribution to monthly depart- 
mental operating costs than would 
be possible by any kind of lump 
sum distribution. 


Following this distribution of ex- 
pense, the requisitions are re-sorted 
by stock number to facilitate furth- 
er study and the checking of differ- 
ences. It is necessary that they be 
retained only until such time as 4 
physical inventory is taken and the 


(Continued on page 42) 
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NEW SAVINGS SIGNATURE CARDS 


with APPROVED ABA CONTRACTS 


ACCOUNT NO we 
Mrs 


Cj iss AOA Approves Contract 


INDIVID 


You are authorized to recognize the signature subscribed below in the payment of funds or the transaction 
of any business for this account. I! is agreed that all transactions between the bank and the undersigned shail 
be governed by the contract printed on the reverse side of this card. The undersigned has read the rules and 
regulations of the Savings Department now in effect and agrees thereto and to all changes therein or additions 
thereto which shail have been posted in the main lobby of the bank for five consecutive business days. 


SIGNATURE 
HOME ADDRESS OCCUPATION 
BUSINESS ADDRESS EMPLOYER'S NAME 
MOTHER'S MAIDEN NAME 


DATE OF BIRTH 





OPENED BY AUTHORITY DATED 








TYOUST PLEASE MOTE — THIS SCALE COMBESPONES TO 
TG PORTION START (NOEE | FONTS FROM LEFT LOGE OF CARD USE OTHER POINTS OF SCALE 
1 ACQUIRE PERFECT A. /GmMENT OF EACH DIVISION OF INFORMATION FOLD BACE 

O8 REMOVE STUD AFTER TYPING USE NEN TYPEWRITER 


HAROLD VISIBLE DIVISION REMINGTON BAND INC PRINTED INU SA 


Now you can have the new Kardex Savings 
Signature cards—or vertically filed Savings 
Signature cards—with a specific contract 
approved by the American Bankers Asso- 
ciation. Like the Commercial Signature 
cards used so successfully for many years, these Savings cards 
carry the ABA approved contract between the depositor and 
the bank. It permits you to operate according to accepted 
banking practices with the consent of the depositor. 

Filed visibly in Kardex cabinets, Savings Signature cards 
can be referred to instantly. They will save time and improve 
customer service. Color signals in the visible margin spotlight 
any special conditions for instant reference. 

Review your signature cards to see if they are up-to-date. 
You should consider the latest approved ABA contract pro- 
visions to give your bank this additional protection. 

The full story of Remington Rand’s new Bank Signature 
cards, including both Savings and Commercial cards, is told 


in our Free Booklet KD 490.1. 


Protect Your Signature Cards at Point-Of-Use 
Here’s the way to be sure your records are pro- 
tected from loss by fire at their “point-of-use.” 
Safe-Kardex Imperial is laboratory tested and 
certified to withstand temperatures up to 1700 
degrees Fahrenheit for one full hour. 








Rem-V-Lope Secures Signatures Faster 
Statistics from banks using Rem-V-Lopes for 
securing depositors’ signatures show 80% return 
on the initial mailing—and 80% of the remaining 
20% on a second mailing. Why? Rem-V-Lope 
all but mails itself. Depositors just sign the pre- 
printed form, put it into the postage-paid enve- 
lope and drop it in the mail. 


Hemington. Flanud. 


Management Controls Reference Library Room 1093 
315 Fourth Avenue, New York 10, New York 


Please send me a copy of the new Bank Signature Card Folder, KD 490.1. 


oo 
Name_ 


For your FREE copy just fill Beak 
Address_ 


City 


out the coupon and mail it today. 


May, 1951 


Zone State 
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These Banks Like Bank-Agent Auto Plan 


The three banks whose experience is here cited have made full 
use of the very able assistance of insurance agents and brokers 


in obtaining car loans. 


By HAROLD G. EBERLE* 


Home Office Representative, Aetna Casualty and Surety Company 


S A BANKER, HAVE YOU over- 
A looked the insurance agents 

and brokers in your com- 
munity as a concentrated source of 
automobile loans? 

Automobile insurance usually 
constitutes the largest single source 
of earnings for the average insur- 
ance agent; it is his “bread and 
butter” line. For this reason, most 
insurance agents and brokers are 
in constant touch with hundreds of 
automobile owners, month in and 
month out. Frequently, they know 
in advance when the purchase of 
a new car is contemplated. As a 
result, they are in an excellent posi- 
tion to put in a good word for your 
car financing facilities—to recom- 
mend your bank as a good place to 
do business. 

Today, practically all banks have 
facilities for making loans to car 
buyers and some banks have been 
notably successful in acquiring a 
substantial volume of this business. 
This is especially true with those 
banks which have made intelligent 
use of the Bank and Agent Auto 
Plan and have done a good job of 
selling their facilities to insurance 
producers. 

But there are other banks, fully 
equipped with all the necessary 
facilities for making direct auto- 
mobile loans, which have not made 
the best use of their opportunities 


*Mr. Eberle, as a member of the 
home office agency staff of the Ztna 
Casualty and Surety Company, has 
been active in the promotion of the 
Bank and Agent Auto Plan. Now 
on special assignment to the com- 
pany’s Providence office, he joined 
the Atna in 1944. Previously, he 
was associated with the Hartford- 
Connecticut Trust Company, having 
been responsible for the bank’s in- 
surance program. 
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and consequently do not enjoy the 
full benefits of co-operation from 
insurance agents. 

If such is the case in your bank, 
then consider the methods adopted 
by The First National Bank of Bos- 
ton, the Kanawha Valley Bank of 
Charleston, West Virginia, and The 
Citizens and Southern National 
Bank of Atlanta. The story of these 
three banks follows: 


THE FIRST NATIONAL BANK OF BOSTON 
This bank uses its copyrighted 
“First Plan” which provides for ex- 
tending low cost bank credit to 
car buyers before the actual pur- 
chase is made. This enables car 
buyers to go to any dealer and 
shop for any .car just like a cash 
buyer. The mechanics for obtaining 


No. 736 


Letter of Ceedit 
Bueros, Mase. July 5, L949 











HAROLD G. EBERLE 


this bank credit are simple. The 
applicant supplies the necessary 
credit information about himself 
and then estimates the maximum 
amount needed to finance his pur- 
chase. Terms and amounts, of 
course, are subject to Regulation W. 

After the application has been 
approved, a purchase letter of credit, 
good for 90 days, is given to the 
prospective borrower which certifies 


> zaa~ 


perecrrnay Dar pti 


Tus Fisst Narionat Baws of Bosto 


On penane rar TO THE onpen oF 


_ Enate lh. 
Te : _ Zew 
FIRST rote 


NATIONAL BANK Ys 


ede tee ow a 


oetne Tor Barr 


° ate te or ee ee nee 
BOSTON o” Sar hay ia es 


he cent a we 
Boston, Mase 
feeraumens Lone Dewaereent 


Part of mailing piece describing the FIRST Plan. 


hie drape to be vigned ony afer 





* See 


see 


po 
renee he moms 
, 


BANKERS MONTHLY M 








it, 
h 
ie: 


a oO 


THLY 


HISUT ANCE... 





another extra protective feature you get with BBB “24! 


Have you installed a sidewalk snorkel? 
Some banks are operating these “street 
to basement” deposit devices for custom 
ers who do not want to leave their cars. 

Indemnity’s Bankers Blanket Bond 
form 24 covers the operation of a snorkel 
or any other curb or drive-in service de 
vice. This is one of the many reasons why 
BBB #24 is the strongest, most inclusive 


INSURANCE COMPANY OF 


NORTH AMERICA 


COMPANIES, 1600 ARCH STREET 
Philadelphia 1. Pa. 





PROTECT WHAT YOU HAVE®© 


Insurance Company of North America « Indemnity Insurance Company of North America « 


May, 1951 


form of protection now offered to bankers. 


Whether you operate a snorkel or not, 
you'll want to check the many protective 
features of BBB #24 against those of your 
present Bankers Blanket Bond. An Agent 
of the Indemnity Company will be glad 
to help you make the comparison. If you 
don’t know who he is, write us, and we'll 
be glad to introduce you. 


Insurance Company of North America, founded 1792 
in Independence Hall, is the oldest American stock 
fire and marine insurance company. It heads the 
“North America’ Companies which meet the public 
demand for practically all types of Fire, Marine 
and Casualty insurance, Fidelity and Surety Bonds, 


Sold only through Agents or Brokers, 


Philadelphia Fire and Marine Insurance Company 
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YOU CAN SELECT YOUR FINAN. 
CING AS CAREFULLY 4S YOU 
SELECT YOUR CAR 


FIRST INQUIRE ABOUT THE 
INTEREST RATE 

with o VALTEVPLAN Laan you can + 
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ARE THERE ANY OTHER CHARGES, 
AND WHAT DO THEY COVER? 






Sitter Loan yo 
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thes folder which inctudes $1.25 
tor recording tee! and you pay the mur 
mmce premwrur queted you by your agent 
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Ory hort 
WHAT 15 THE TOTAL FINANCING COST? 


Sy ne oF We inwite you te compore the tere! oust 
ot VALLEVPIAN financing with omy other 
pion. We believe that you will find @ the 
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once with an ogent 


ronce agent BEFORE YOU FINANCE ELSEWHERE 


“we The Kanawha Valley Bank 
CHARL ESTON = W.VA 


On 
CONSULT YOUR INSURANCE AGENT 


Agents originate 30% of this bank's new business. 


any automobile dealer that the 


holder has arranged a stated amount 


of 


of 


bank credit. 
On the reverse side of the letter 
credit, there is a purchase draft. 


After a car has been selected, the 
approved borrower fills in this draft 
and signs it, making it payable to 
the automobile dealer for not more 
than the maximum amount agreed 
upon. 


Agents Are Told Of Benefits 


When representatives of the First 
National Bank call upon insurance 


ag 


ents, the following benefits of the 


First Plan are pointed out: 
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1. It gives the agent an oppor- 
tunity (a) to retain the auto- 
mobile insurance of his present 
clients; (b) to recapture such 
insurance as he may have lost to 
finance companies; (c) to arrange 
automobile financing for new 
customers. 

2. In addition, it gives him a 
chance to discuss other forms of 
insurance and possibly obtain the 
prospect’s entire insurance ac- 
count for his own benefit. 

3. The customer must give his 
insurance to the agent because 
the Bank has no master policy. 
4. The cost of fire, theft and 
$50 deductible collision insurance 
may be included in the financing 
and upon receipt of the policy, 
the agent receives immediate 
payment for the full amount, thus 
eliminating any necessity on the 


part of the agent for carrying or 
financing the premium himself. 
This insurance is written for the 
term of the loan. 


5. A possible increase in the 
agent’s business due to the 
intensive advertising program 


given to the Plan by the Bank. 
The benefits which the agent’s 


customers derive from the Plan 
also are pointed out: 


1. By having the Bank’s Letter 
of Credit, the customer is in a 
position to pay immediately for 
the car he selects when it is ready 
for delivery. 


2. The customer saves money 
because of the Bank’s low rate 
of interest. 

3. The customer’s insurance is 
handled by an established agent 
who is interested in the car buy- 
er’s welfare. 


4. The customer can finance the 
cost of his fire, theft and collision 
insurance along with his car. 

5. The customer is afforded life 
insurance protection at no extra 
cost. 

6. The customer can make pay- 


ments at any one of the Bank’s 
offices. 


7. The customer establishes credit 
with a local lending institution, a 
factor which may stand him in 
good stead later as additional 
financial needs arise. 


THE KANAWHA VALLEY BANK, CHARLESTON, WEST 
VIRGINIA 


Where the First National Bank 


of Boston has its “First Plan”, the 





The following excerpts regarding the number of cars financed and the 
amount of insurance premiums involved point conclusively to the success 
each of these three banks has enjoyed under its bank and agent plan: 


From the Citizens and Southern National Bank: 
‘Incidentally, as a final figure, you might be interested to know that 


in 1950 we actually financed 16,489 cars. 


If they carried an average 


insurance premium of $100, you can see that this would represent better 


than a million and a half dollars of created premiums through our Bank- 
Agent Program.” 


From The Kanawha Valley Bank: 


“The only other information we can furnish, which might be of in- 
terest, is the fact that since our plan was inaugurated in December, 
1946, we have financed more than 6,000 automobile insurance policies, 
with premiums aggregating approximately $561,000.00. In view of the 
fact that only about two-thirds of our automobile loan customers want 
their insurance premiums financed with their loans, we feel that we have 
originated approximately 9,000 policies with premiums aggregating 
more than $775,000.00. These facts, of course, interest the insurance 
agents, primarily. They are important, however, as we have found that 
about 30 per cent of our business is directly attributable to the efforts 
of insurance agents.” 


From The First National Bank of Boston: 


“Our records indicate that since we started The FIRST Plan, in 1946, 
we have financed approximately 25,000 automobiles. Almost 100% of 
these were covered by comprehensive fire, theft, and $50 deductible 
collision insurance, which was placed by the borrowers through their 
own insurance representatives. , 

‘Before the inception of Regulation W, these loans had an average 
maturity of around seventeen months and it is evident that the premiums 
paid on these policies to the representatives were a substantial figure." 
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NATIONAL BANK OF DETROIT 


COMPLETE BANKING AND TRUST SERVICE 


STATEMENT OF CONDITION, APRIL 9, 1951 


RESOURCES 


Cash on Hand and Due from Other Banks . $ 380,361,479.38 
United States Government Securities . . . 709,601,183.83 
pur a's at “ore, 1 a eis 120,805,214.65 
Loans: 
Loans and Discounts .... . . . § 252,297,733.15 
Real Estate Mortgages ...... 61,396,522.06 313,694,255.21 
Accrued Income and Other Resources . . . 6,332,706.43 
Branch Buildings and Leasehold Improvements 2,269,584.69 
Customers’ Liability on Acceptances and 
Pry ee 6,342,831.13 
$1,539,407,255.32 


LIABILITIES 

Deposits: 

Commercial, Bank and Savings. . . . $1,213,725,902.70 

United States Government ..... 203,212,038.16 

Other Public Deposits. . . ... . 40,183,733.81 $1,457,121,674.67 
Accrued Expenses and Other Liabilities . . 7,866,169.41 
Dividend Payable May 1,1951 .... . 750,000.00 
Acceptances and Letters of Credit . .. . 6,342,831.13 
Capital Funds: 

Common Stock . .... . . . . $  15,000,000.00 

SS co ee Se ee See ee Ss 45,000,000.00 

Undivided Profits ........ 7,326,580.11 67,326,580.11 

$1,539,407,255.32 


United States Government Securities carried at $242,635,370.61 in the foregoing 
statement are pledged to secure public deposits, including deposits of $14,401,943.09 
of the Treasurer-State of Michigan, and for other purposes required by law. 


BOARD OF DIRECTORS 


HENRY E. BODMAN B. E. HUTCHINSON GEORGE A. STAPLES 
ROBERT J. BOWMAN BEN R. MARSH DONALD F. VALLEY 
PRENTISS M. BROWN WALTER S. McLUCAS JAMES B. WEBBER, JR. 
CHARLES T. FISHEK W. DEAN ROBINSON R. R. WILLIAMS 
CHARLES T. FISHER, JR. NATE S. SHAPERO C. E. WILSON 

JOHN B. FORD, JR. R. PERRY SHORTS BEN E. YOUNG 


32 OFFICES IN DETROIT 
MAIN OFFICE—WOODWARD AT CADILLAC SQUARE—DETROIT 32, MICHIGAN 


Member Federal Deposit Insurance Corporation 


May, 1951 








19 





It is not sufficiently considered that men require more often to be 


reminded than to be informed. 





Kanawha Valley Bank has its “Val- 
leyplan”. And since its inception in 
December, 1946, this plan has been 
an outstanding success. It incor- 
porates all the elements of an 
“Open Market” Bank and Agent 
Plan, to which are added monthly 
reports to insurance agents. 


In this connection, the bank re- 
cently reported that about 30 per 
cent of its new business originated 
with local insurance agents. 


THE CITIZENS AND SOUTHERN NATIONAL BANK, 
ATLANTA, GEORGIA 


Of the many banks which offer 
insurance agents full support and 
active promotion on the Bank/Agent 
Plan, we believe that few, if any, 
do a better job than the Citizens 
and Southern National Bank of 
Atlanta. 

In support of that statement, con- 
sider the following facts: 

1. The Bank has prepared a 

twenty-two page, illustrated Op- 

erating Manual which completely 
describes the Bank/Agent Plan. 

This Manual also contains up-to- 

date rate charts, suggested sales 

letters for agents’ use and other 
helpful material. 

2. A convenient “Auto Purchase 

Check,” prepared in draft form, 

also is used to expedite automo- 


—SAMUEL JOHNSON 


bile purchases, to save time for 
each customer. 

3. To merchandise its program 
to the public, the Bank sponsored 
an excellent newspaper advertis- 
ing program which was carried 
in 16 newspapers in all the cities 
served by the Bank. 

4. In addition to the extensive 
newspaper advertising program, 
the Bank also utilized the radio, 
with spot and newscast an- 
nouncements every week over 
18 radio stations: 


5. Numerous attractive advertis- 
ing enclosures are available for 
agents’ use. 

6. Sales Bulletins are frequently 
sent to agents supplemented with 
periodic Sales Meetings. 

7. On “walk-in business,” the 
Bank maintains a true open mar- 
ket in the handling of automobile 
insurance and steadfastly refuses 
to employ a Master Policy. 


It is a matter of record that the 
results achieved with this carefully 
planned program have been de- 
cidedly worth while. 


EDITOR'S NOTE: In a second article, to appear 
in our June issue, Mr. Eberle will present for 
the information of those who have not been 
making full use of the Bank and Agent Auto 
Plan, a thoroughly up-to-date discussion of the 
plan, its installation and use. 





|| WHAT ARE THE BENEFITS 
|| OF THIS NEW PLAN? 


1 


You get low bank interest rates on your financing. 
There are no added charges. 


Your note is covered with Term Life Insurance. In 
the event of death the balance of your note becomes 
fully paid. 


You become a buyer for cash when you go into the 
market for your car. 


You are establishing your credit at the bank. impor 
tant to you when you need a loan for other purposes. 


You are enabling the local insurance agent to write 
insurance which he otherwise would not get. 


You enable the local bank to put depositors’ money 
to work in the community. 








a 





—s 
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| 
7 
You have the benefit of local contact with your own 
insurance agent. should any situation arise through i| 
accident or otherwise. which involves you and your 1| 
car. | 
You are his customer and he is going to be directly 
concerned with protecting you. his customer. whose 
business he values. 
8 


You have the advantage of direct contact with your 
local Bank. should any situation arise affecting your 
ability to make your payments. You can come di 
rectly to the man who handled your loan and be as 
sured of understanding and sympathetic considera- 
tion of your problem. 


You are actually benefiting the whole community 
because you are creating business and keeping 
money in circulation right in the community. Such 
activity reflects itself directly or indirectly in every 
business. 
It gets back to the basic principle of 
neighbor working with neighbor—triend 
trading with triend—tor the good of all 


THE SPIRIT 
raat BeecL 
AMERICA 
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Part of the Citizens & Southern's presentation. 
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Mr. Kipling And The Scholar 


The study of words often reveas 
interesting anecdotes. For instanee, 
the tale is told of an obscure Eng- 
lish scholar who met the famous 
Rudyard Kipling. In the hope that 
he could impress the great man 
with his learning, the scholar said: 
“Mr. Kipling, after years of re- 
search I have discovered a remark- 
able fact about the pronunciation of 
certain words in our language.” Mr, 
Kipling looked bored. ‘Do you real- 
ize,” the scholar hurried on, “that 
in only two words, ‘sumac’ and 
‘sugar’ are the letters ‘s’ and ‘w’ 
pronounced ‘sh’?” Straight-faced, 
but with a twinkle in his eye, Mr, 
Kipling answered quickly, “Are you 
sure?”—History doesn’t record the 
scholar’s reaction. . . . It would be 
nice, however, to be as certain as 
the scholar was, and more correct, 
in discussing another word that has 
caught our curiosity. This word is 
bookkeeping, certainly a prominent 
term in our field of banking. It oc- 
curred to us that bookkeeping is 
perhaps the only word in our lan- 
guage, barring’ possible Indian 
names of rivers, lakes, etc., which 
has three consecutive sets of double 
letters in it. Perhaps you know of 
another. We couldn’t think of one. 
—About The First, staff magazine of 
The First National Bank of Boston 
and Associated Companies 


Two Kinds Of People 


There’s a theory which has never 
been proved that those who respond 
to a mail questionnaire will be 
fairly representative of those who 
don’t. It can’t be proved because it 
isn’t true. 

We, ourselves, have proved un- 
equivocally a number of times that 
the characteristics of the respond- 
ing group were in such sharp con- 
trast with those of the non-re- 
spondents that the answers given by 
the first would be the exact oppo- 
site from those given by the second. 

When you use a mail question- 
naire that very process will divide 
your mailing list into two groups, 
the responsive and the unrespon- 
sive, and under no logic can you 
figure that they are the same kinds 
of people or have the same interest 
in the thing you are inquiring 
about.—The Eastman Research Of 
ganization 
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HAZARDS OF BANKING 
Yestonday and Today 


from the criminal files 


information ¢ = 
Based grton's National Detective Agency 


GAG RULE 


Considerately, the three bandits let the bank presi- 
dent sleep until the last. But ‘shortly after mid- 
night, they burst into his room. Forcing a gag 
into his mouth, they dragged him down the hall 
to the back bedroom where his daughter and the 
hired girl slept. The rest of the household had 
already been rounded up and all were firmly 
bound — except the two girls, who huddled in 
terror beneath the covers. 

Then, brandishing pistols and threatening to 
torture and kill his father — the bandits prodded 
the President’s son, who was cashier of the bank, 
up onto his bare feet. They snapped handcuffs 
on his wrists, shoved him out the door and marched 
him to the adjoining bank building. There, 
forcing him to open the vault, the two robbers 
removed U. S. notes, bank notes and currency 
worth approximately $28,500. 

Stuffing their loot into a basket, they delivered 
their victim back home, trussed him up securely, 


Robbery of the First National Bank, Wellsboro, Pa. — September 17, 1874 


Modern time locks and other protective methods have 
made this type of bank robbery a thing of the past. But 
criminals still find ways to circumvent safety devices 


and frequently cause serious financial losses. Only 
properly planned insurance can give a bank truly sure 
protection. 


Your local A®tna agent is highly qualified to recom- 
mend the exact types and amounts of insurance your bank 
needs. 
and embezzlement 


This includes protection not only against robbery 
but also against liability, fire and 
the many other hazards to which a bank is exposed. 
Using the A&tna Plan, pioneer system of risk and insur- 
ance analysis, he can prepare a detailed picture of all 
the risks to which you are exposed, show just how each 
can be covered at minimum cost, and set up a control 
system to keep your coverage constantly up to date. Why 
not investigate this modern insurance service? 







FEtna Casuatty AND Surety Company 


The Aime Life Affiliated Companies write practically every form of insurance and bonding protection 


LIFE AND CASUALTY FIRE ANO MARINE 
mma Life losyrance Company Automobile Insurance Company 
tna Casualty and Surety Company 
Hartford 15 Connecticut 


and escaped before the fear-paralyzed girls could 


iterest “tee . 
untie the family and give the alarm. 


uiring 
*h Or- Standard Fire Insurance. Company 

May, 1951 21 
INTHLY 


The Successful Goldfish 


In this second of his current series of articles, Mr. Davis con- 
tinues his examination of quality ratings as a factor in the de- 
termination of the bank’s investment policies. 


By EDMUND H. DAVIS 


Statistical Department Manager 
John Nuveen & Co., Chicago, Illinois 


IDE EXPERIENCE among 
thousands of banks from 
the small to the very 


large, with respect to their invest- 
ments in Municipal Bonds inevita- 
bly leads to the conclusion that: 


1. Investment regulations as pre- 
scribed by the Comptroller of 
the Currency and the FDIC 
are substantially less restric- 
tive than the average banker 
is led to believe; 

2. The so-called alphabet “‘quali- 
ty ratings” for Municipal 
Bonds as published by invest- 
ment advisory services do not 
automatically enable the bank- 
er to buy wisely or the rep- 
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resentatives of examining agen- 
cies all to become Municipal 
Bond experts; 

3. Municipal Bonds, as a class, 
are extremely conservative in- 
vestments; thus a bank need 
not own the highest quality of 
Municipals to be secure. In 
other words, one good lock on 
the stable door will prevent 
theft of the horse, so why take 
additional but unnecessary and 
expensive precautions against 
loss of the animal? 

The Comptroller of the Currency 
and the FDIC have set up rather 
general regulations governing in- 
vestments by banks. Their strict 
interpretation by bankers will, it is 


cas ee | 
Courtesy of Penna. Turnpike Commission 


believed, permit investment in 
practically any Municipal Bond 
which their own sense of values, 
sharpened by years of accepting 
or rejecting bank loan opportuni- 
ties, indicates are adequately se- 
cured. 


Both of those supervisory agen- 
cies permit, in practice, the invest- 
ment of bank funds in Municipal 
Bonds rated the equivalent of 
“Baa” or better by two investment 
advisory services. 


As an example of latitude (and 
this is merely for purposes of illus- 
tration and does not constitute an 
opinion as to suitability for bank 
investment), it is pointed out that 
the Series of 1947 Revenue Bonds of 
the Chicago Transit Authority are 
quality rated “Ba” by Moody, 
“Bl+” by Standard, and “Bbb” 
by Fitch Investors Service. Inas- 
much as two of them publish a rat- 
ing for the issue equivalent to 
“Baa”, it is believed that CTA 
Bonds are classified as Group 1 
securities under FDIC rules. For 
national banks and Federal Re- 
serve System members, CTA Bonds 
would appear to meet the require- 
ments of “investment securities” in 


Above: The Pennsylvania Turnpike. The 
financing of toll roads is becoming an in- 
creasingly important function of munici- 
pal bond issues. 
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FOR NOW AND THE FUTURE... 
YOU WILL HAVE 


ALL THE 
INFORMATION 
YOU NEED 


with the 
N.A.D.A. OFFICIAL 


USED CAR GUIDE... 


REGULAR AND SPECIAL ISSUES supplying up-to-date current 
valves and all necessary data on government regulations and changes 


plus the additional feature of an Annual 


PASSENGER CAR IDENTIFICATION SECTION 

annua ui ¢ Pi chahamcosil RAS Bas 
DESIGNATION: The Board of Governors of the 

Federal Reserve System has designated the 

“Includes specific information on body O.P.S. approved additions and reprints of the | 

. ‘ ama nm NADA Official Used Car Guide among other | 

types—ADP prices—model identification appraisal guides, for use for the purposes of | 

* * a s Regulation W. In designati uide f 

—shipping weights. *Plus listing mechan- wan tor Gin eeinania ak Eaaeeees aie ae | 
i Board d t indicat finding by the 

ical specifications never before available ny ye ee | 

in books of this type. “Also lists standard or by any agency thereof as to the accuracy | 
i ‘“ or correctness of the values shown or of the 

factory equipment and major accessory methods of compilation. 

costs. “Comparative features of new cars. oo ed 


“Annual Issue contains pocket in both 
covers to hold monthly issue. “Pocket size 
simulated leather cover. “Listing of most 
trucks to 1/2 tons capacity. 


A SUBSCRIPTION INCLUDES 


S 
ALL OF THESE SERVICES 


ONLY $7.00 PER YEAR 


QUANTITY PRICES OF COURSE 





racine eager Me oP : SRT Se Se RE RE 


TRUCK REFERENCE BOOK 
Listing all practical data, organized for quick, ready reference .. . 


covering identification characteristics and specifications of all trucks 
manufactured from 1940 thru current year models. 


$ ‘259 including all supplements issued during year. 
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view of the quality ratings pointed 
out above. 

While it is true that banks al- 
ready own an aggregate of several 
millions of CTA Series of 1947 
Bonds, it also would seem to be a 
fair statement that many bank in- 
vestment officers, particularly those 
of smaller institutions, have not 
purchased CTA Series of 1947 
Bonds because of the presumption 
that quality is not quite up to the 
usual standard of bank investment. 
This, then, is a practical illustra- 
tion of the very considerable de- 
gree of investment flexibility per- 
mitted under the regulations of the 
supervisory authorities. 

There is much publicity about 
quality ratings on issues of the type 
usually offered for bank invest- 
ment. It is not surprising, therefore, 
that a few investment officers have 
assumed that quality ratings are as- 
signed to each and every issue suit- 
able for their consideration. That 
feeling should not cause them to 
become suspicious of any unrated 
issue merely because it has no 
rating. Specious reasoning could 
lead to unsound investment prac- 
tices. 


Lack Of Rating No Reflection On 
Quality 


Moody’s does not rate the bonds 
of any governmental subdivision 
with total debt of LESS than $600,- 
000; Standard’s minimum rating re- 
quirement is $1,000,000. While they 
make it clear that “Where no rating 
has been assigned or where a rating 
has been cancelled, that fact alone 
must not in any way be taken as 
a refiection on the quality of a 
bond,” that assertion carries the us- 
ual light weight of any footnote. It 
is a fact that the MAJORITY of all 


of the thousands of governmental 
subdivisions in the United States 
have less than $600,000 of debt out- 
standing. The suburban residential 
community where we live has much 
less than $600,000 of debt. That 
likewise is true for its park district, 
its elementary school district, and 
its high school district, all of which 
include that community. 

Thus, automatically, all of those 
four governments are denied qual- 
ity ratings for their obligations and 
investors who require ratings have 
been denied the opportunity to pur- 
chase what we believe personally 
to be among the most secure of 
municipal obligations. (It is of in- 
cidental interest that the seven sep- 
arate issues of bonds sold by those 
governments during the last ten 
years all have been purchased by 
banks (Continental Illinois National 
Bank and Trust Company of Chi- 
cago-1; The First National Bank of 
Chicago-4; The First National Bank 
in Chicago Heights-2) either for 
their own investment or for resale 
to others.) 


Rating Facilitates Distribution— 
“Ups”’ Price 

There is plenty of evidence to 
support the contention that a “Baa” 
or better rating usually results in 
a quicker, easier distribution of an 
issue of Municipals for the primary 
reason that much wider bank in- 
vestor interest is aroused by such 
a rating. The demand-supply factor 
rears its head in such a situation 
and logically, as would be expected, 
the rated issue usually will sell 
readily at from .05 to .25 per cent 
lower yield (higher price) than an 
unrated issue of substantially sim- 
ilar quality. 

Occasionally an underwriter will 


Possible Reasons For Failure-To Obtain Ratings 


. Underwriter would rather move large volume quickly at low profit than 
move a smaller volume at the wider margin obtainable by waiting for 
a rating or an upward revision of a previous rating. 

. Issue may be all or part of a municipal debt which is smaller than the 
minimums established by investment advisory services. 

. Issue may be so well known and highly regarded in area where offered 
that it has a ready sale without a rating. 


. Certain required showings may be unobtainable for a variety of rea- 


sons. 


. Issue may be one that the underwriter expects to offer to insurance 
companies, who make their own analysis. 
“Thus, despite the advantages of a quality rating often accruing to both 
underwriter and investor, there are many sound reasons why most of the 
thousands of Municipal Bond issues outstanding are not rated.” 


EDMUND H. DAVIS 


“create” more valuable merchan- 
dise than he purchased from the 
issuing municipality by postponing 
the offering date until he can obtain 
a rating or an upward revision of a 
previous rating based upon new 
facts and figures not theretofore 
available to the rating services. 
The question well may be asked 
why an underwriter ever fails to 
obtain a rating on his merchandise. 
For one reason, underwriting is 
profitable only on a very large turn- 
over or volume of business. Usually 
it actually is better business to dis- 
tribute bonds quickly at a low profit 
than to move a smaller volume of 
merchandise at a wider profit mar- 
gin—the price benefit is passed 
along to the investor and everyone 
concerned is happy. Of course, in 
Many cases the issue underwritten 
is part of a municipal debt too small 
to be rated. Such an issue usually 
will be very well secured at a higher 
yield than it would carry if rated. 
Therefore, an investment officer 
often penalizes himself unnecessar- 
ily by refusing to consider a small 
issue strictly on its merits as to eco- 
nomic characteristics of the obligor, 
ability to pay, and his personal 
knowledge of the area of the issuer. 
Another reason that quality rat- 
ing may not be requested by the 
underwriter is that the issue is so 
well known and highly regarded in 
the area where offered that it has 
a ready sale without a rating. Also, 
but infrequently, it may be that 
certain ,showings required by the 
investment advisory services which 
would designate the rating cannot 
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be obtained for a variety of reasons. 
Or again, the issue may be one that 
the underwriter expects to offer to 
insurance companies. Most insur- 
ance companies purchase their Mu- 
nicipal Bonds after analyses by their 
own research staffs and with little 
or no regard to a quality rating ap- 
plied by outsiders. Thus, despite the 
advantages of a quality rating often 
accruing to both underwriter and 
investor, there are many sound rea- 
sons why most of the thousands of 
Municipal Bond issues outstanding 
are not rated. } 

Group 1 securities as classified by 
the FDIC are considered to include 
all bonds rated “Baa” or “Bl+” or 
higher and unrated bonds of similar 
quality. The phrase “and unrated 
bonds of similar quality” provides 
an essentially conservative bank in- 
vestor with a wide-open doorway 
to investing in practically any Mu- 
nicipal issue except the handful that 
patently are of low quality, which 
fact usually is as evident as a bloody 
nose. 


Similarity Difficult To Determine 


Strictly speaking, it is extremely 
difficult to conclude that ANY 
two issues of bonds are of sim- 
ilar quality, whether or not rated. 
For example, are Akron (Ohio) 
Sewer System Revenue Bonds, State 
of Arkansas Highway Refunding 
Bonds (General Obligations), Low- 
ell (Massachusettts) , Tax-Secured 
Bonds, and Miami (Florida) Water 
Revenue Bonds of similar quality? 
They each carry an “A” rating in- 
dicative of approximate equality. 
Are the “Aaa” rated general ob- 
ligations of the States of Missis- 
sippi and Maryland equally secure? 
Looking at comparative rates of 
return, one finds that the Mary- 
land’s are offered to yield less than 
the Mississippi’s. The prospective 
investor may, therefore, conclude 
that the Maryland bonds are of 
much higher quality, particularly if 
the “eastern” location of Maryland 
is given undue weight. 

But most Municipal experts know 
that quite the reverse is true! Why? 
The less than $10,000,000 principal 
amount of Mississippi’s is covered 
by the accumulated sinking fund of 
more than $11,000,000 invested in 
U. S. Governments. 

The next logical step is to de- 
termine whether the unrated Peoria 
(Illinois) issues are of similar qual- 
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ity to the “Aa” Rockford (Illinois) 
issues. Probably the majority of 
bank investors would conclude that 
they are substantially similar—but 
proof is difficult. At any rate, it 
seems clear that a bank investment 
officer who is not overimpressed 
with quality ratings will have nu- 
merous opportunities to purchase 
good to top-quality unrated Munici- 
pal Bonds at yields substantially 
higher than are available for rated 
issues of similar quality. Perhaps 
it should be pointed out here that 
a bank’s loans and its unrated Mu- 
nicipal Bond investments are in 
somewhat the same category with 
respect to the analysis of the ex- 
amining authorities—both types of 
assets are judged by their financial 
statements, not by alphabetical 
symbols. 


When a bank examiner reviews 
a bank loan, he judges it by scan- 
ning the periodic financial state- 
ments of the borrower, by a general 
knowledge of the competitive posi- 
tion of the borrower’s industry and 
his status within that industry, as 
well as by the detailed information 
the banker always knows about the 
borrower. An unrated Municipal 
Bond is judged also by the compari- 
son of regular financial statements 
(readily available from investment 
bankers as a service, without obli- 
gation, of course) and the ex- 
aminer’s general knowledge of long- 
term economic conditions in the area 
of the issuer. The experience and 
familiarity exhibited by the invest- 
ment officer with respect to his Mu- 
nicipal holdings also is of impor- 
tance. 


A Question Of Aggressiveness 


From a practical standpoint, the 
banker can be as aggressive an 
investor in Municipals as he is a 
lender to his customers—IF he de- 
sires to be. Thus, if he is willing to 
make loans of slightly. off prime 
quality (and most bankers are), 
he also can, with clear conscience, 
purchase Municipal Bonds of less 
than prime quality. Most bankers 
do this also! One of the many rea- 
sons this is conservative practice is 
that Municipals as a group have a 
safety record second only to U. S. 
Government Bonds. 


The primary requisite for a bank 
investment is safety of principal. 
It also is axiomatic that the lending 
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or investing of funds always in- 
volves risk; otherwise credit would 
be extended without the expectation 
of receiving interest therefrom over 
and above a small rental or service 
charge. Theoretically, the smaller 
the risk, the lower the cost of hiring 
money or credit. From a practical 
standpoint, that relationship is af- 
fected by numerous other factors 
not directly concerned with actual 
security. 

In the case of Municipal Bonds, 
the rate of return to the investor is, 
of course, affected by the degree of 
security provided. Also the rate of 
return is affected by extraneous 
matters such as real estate prices, 
corporation equity values, the level 
of income taxes, the supply, quality 
ratings, and Federal fiscal policies, 
among others. But the most impor- 
tant factor affecting rate of return 
is the degree of security of invest- 
ment. Security or quality is ex- 
pressed and understood widely on 
the basis of ratings of the alpha- 
betical type. 


That Municipal Bonds have a 
safety record second only to U. §., 
Government Bonds is a generally 
accepted fact. The history of Munic- 
ipals proves that. The record also 
proves that some Municipal Bonds 
are more secure than others and 
that a very small proportion of the 
thousands of Municipalities ever has 
been in financial difficulties. Of the 
few that have defaulted on interest 
and/or principal, the difficulty in 
almost every case was temporary 
and without loss to the bondholder, 
Where there actually was some 
trouble, the debt usually was ex- 
tended with interest being paid at 
the original rate. In a few situations 
the loss was limited to a small re- 
duction in interest rate. The cases 
of general obligation or revenue 
secured Municipals where there was 
any loss in principal are believed 
to have amounted to less than one 
per cent of all Municipals at the 
time outstanding. 

Examples are legion of prompt 


(Continued on page 42) 


1 Ewing Galloway, New York City 


Brooklyn Technical High School. Schools and colleges have made extensive use of 
municipal bond financing. 
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In “‘on the farm” visit Banker Pyeatt 
(left) and broiler grower L. E. Wyatt, 
Letona, Ark., discuss condition of 
Wyatt’s 10,000 broilers. Purina Sales- 
man E. C. Hencke and Purina Dealer 
Doyle Kelso look on. 


Fryers and Broilers in White County, Ark.: 
253,000 in 1945 ... 1,000,000 in 1950 


“Sound financing js necessary; agricultural financing “We have arranged many loans through Mr. Doyle 
can be sound and profitable.” Kelso, the Purina Dealer in Searcy. His knowledge 
These are the words of Ewing Pyeatt, able president of local farmers and of requirements for raising 
of the Searcy Bank, Searcy, Ark., and one of the livestock and poultry have been important factors 
leading forces in development of White County. in this financing.” 


“In agricultural business we have these factors to Here is still another example of cooperation of a 
consider: character of the person, reasonable col- banker and a Purina Dealer in building the pros- 
lateral, skilled advice, plus the grower’s work. perity of the farm community. 


OPPORTUNITIES IN YOUR COMMUNITY 


There are new opportunities for community building in 
your town, too. Why not make it a point to talk over the 
livestock and poultry possibilities of your area with your 
Purina Dealer soon? 

If you do not have a Purina Dealer in your town now, 
find out about the Purina Franchise as an opportunity 
for young men in your community. Purina Chows for 
livestock and poultry and Purina Sanitation Products 
are distributed from 32 strategically located plants and 
carry the Checkerboard label, rural America’s best- 
known trade-mark. 

For more information on the Purina Franchise, write 
to Department C. 


; J BEL. = ak : , ; RALSTON PURINA COMPANY 
bb it fy AP se! e 1606 Checkerboard Square St. Lovis 2, Missouri 
‘SE ERE RER EERE RR RRR CRRRR REESE Es 
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ee Not just one microfilmer—but a com- 
plete line designed for varying requirements. Re- 
gardless of the size of your bank, you'll find a 
Recordak Microfilmer “just right” for your needs 
—one that will give you all the advantages of modern 
microfilming at the lowest cost. And now you can 
order it on an attractive purchase or rental basis. 


Se Duplicate film protection. All Recordak 
Microfilmers, except the Junior Model, are designed 
to expose two rolls of film simultaneously. This 
enables you to produce duplicate film copies which 
can be shipped to a correspondent bank for safe- 
keeping. Users of the Recordak Junior can order 
film copies from their Recordak processing station. 





& An experienced field staff—specialists in bank. 
ing as well as microfilming—ready to show you how Recordak 
microfilming systems, which are now bringing important sav- 
ings to thousands of banks, can be adapted readily to your 
routines. This valuable service is available to you at all times 
—when you’re considering the application of Recordak micro- 


filming in your bank . . . and when you're using tt. 


Hecordak gives you this 


Facsimile-print service. Should you at any time 
desire exact-size reproductions of your original records, you 
can order them from the nearest Recordak processing station. 
Recordak facsimile prints are sharp, legible positive copies 
. .. photographically accurate and complete in every detail. 
And remember, if your transit letters are lost or destroyed en 
route, these facsimiles are provided free of charge. 





y 


SS 


~~ 


i Dependable mechanical service. Recordak’s serv- 
ice technicians are specialists in the true sense of the word 
... trained for, and experienced in, the one job of keeping 
Recordak Microfilmers in A-l order. When you buy a 
Recordak Microfilmer you get up to 2 years of free servicing 
—including parts replacement if necessary. When you rent, 
your payments cover service and necessary parts replacement. 


Sa Film processing by professionals . . . 
using specially designed professional equipment 
—a highly necessary combination for the exacting job 
of processing films according to the highest scientific 
standards .. . in the fastest possible time. You'll get 
this professional service in all of Recordak’s 23 
strategically located processing stations. 


itomplete Microtilmin 


time iS a Contract-microfilming service. Available to banks 
you § (and bank customers) on a moderate fee basis—especially 


Me tty 

peHEnAatyy ite 

tion. J recommended for bank-wide record-preservation programs "ny 
pies § and other projects which are not included in the daily micro- 
tail. § filming routine. Recordak will microfilm your documents 
den § in its nearest laboratory . . . or, if you prefer, bring the 

necessary equipment and personnel to your bank. 

No matter what your microfilming demands are, it 

will pay you to remember Recordak—for 23 years 

= - specialists in microfilming only. Call in your local 

, a Recordak representative . . . or contact Recordak 

Corporation (Subsidiary of Eastman Kodak Com- 


pany), 444 Madison Avenue, New York 22, N. Y. 


*"Recordak’’ is a trade-mark 


=RECORDPK 


(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming— 
and its application to banking 





(Answers on page 55) 


Circle the letter T if you believe the question is true, the F if false. 


The gross return on installment loans is larger 
than the gross return on other loans. T. F. 


What is probably the best source of credit in- 
formation? 


There is no essential difference between the 

bank’s method of handling and investing the 
funds deposited in trust accounts and those deposited 
in savings accounts. T. F. 


4 | The Suffolk Bank System of New England is 
best remembered for introducing 
(a) imprinted signatures on checks 
(b) transit numbers on checks 
(c) par collection of notes 


A Federal Reserve Bank can become a limited 
member of a clearing house association. T. F. 


6] When a member of a clearing house association 
withdraws, its number is dropped and reassigned 
to a new member. T. F. 


If a bank wants to construct a new building 
costing over $5,000, to what government agency 
must it apply for permission? 


8 | Where does a state bank obtain a permit or li- 
cense to open a trust department if its charter 
does not authorize it to render trust services? 


The Program for Voluntary Credit Restraint, de- 
signed to minimize the extension of inflationary 
credit, is exclusively a bankers’ program. T. F. 


How many civilians work for the local, state, and 
national governments in this country? 
(a) six million 
(b) ten million 
(c) three million 


Since 1939 expenditures of local governments 
have increased 


(a) 54 per cent 
(b) 75 per cent 
(c) 112 per cent 


Both state and national banking laws require 

that banks submit statements of condition to 
supervisory authorities and publish them for the 
information of the public. T. F. 


How many calls for statements is the Comptroller 
of the Currency required by law to make upon 
national banks each year? 


Funds derived from what two possible sources 
are represented in the surplus account? 


What is usually the first item listed on the asset 
side of a bank’s statement of condition? 


What is usually the largest asset item in a 
statement of condition? 


Which is generally larger, a bank’s demand de- 
posits or its savings and time deposits? 


What could one infer from the fact that no in- 
vestment in banking house is shown in a state- 
ment of condition? 


On the average, how long does a one dollar bill 
last? 


(a) nine months 
(b) one year 
(c) eighteen months 


, 


Bond prices rise as interest rates increase. T. F. 
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Safeguarding Bank Personnel 
In The Event Of All-Out War 


The problem of safeguarding bank 
personnel in the event of bombing 
attacks on American cities was one 
of the timely subjects discussed at 
the recent annual correspondent 
bank forum of the Philadelphia Na- 
tional Bank, Philadelphia, Pa. 

John W. Mullikin, auditor of the 
bank, pointed out in a panel dis- 
cussion that the problem of safe- 
guarding personnel is not as easy 
as that of protecting records since 
“obviously you can’t pack away a 
half-dozen trained clerks or super- 
visors in a deep freezer somewhere 
up state.” 

The safest places in the bank in 
the event of an alarm will be re- 
vealed in an examination of the 
bank’s premises, he said. If these 
are not adequate, the construction 
of shelters might be considered. 
“Personnel of each department 
should have a designated place to 
go if an alarm should sound, and 
drills should be held to familiarize 
each person with the procedure.” 

Mr. Mullikin suggested that sup- 
plies of first aid equipment be 
placed at strategic points in the 
bank, and that some employees be 
trained in their use. 

The entire program of The Phila- 
delphia First National Bank was 
designed to give practical help to 
representatives of leading banks 
from a majority of the 48 states. 
The subjects covered ranged from 
a full discussion of bank operations 
to the effects of Regulations W and 
X and the role banks play in fi- 
nancing production under the 
rapidly expanding defense program. 


CPA's Degree of Responsibility 

“The CPA’s Opinion,” an article 
in the March issue of The Journal 
of Accountancy, discusses the ac- 
counting profession’s decision— 
made through its national society, 
the American Institute of Ac- 
countants—to call upon the CPA 
to state clearly the degree of re- 
sponsibility he is prepared to as- 
sume for a financial statement with 
which his name is associated. 

Copies of the reprint of “The 
CPA’s Opinion” can be obtained 
from the American Institute of Ac- 
countants, 270 Madison Ave., New 
York 16, N. Y., at a cost price of 
ten cents each. 
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«ee STRAIGHT AS AN ARROW 
TO ANY SPOT IN CALIFORNIA 


With Bank of America as your California correspond- 





ent you are able to send your items for any of more 
than 300 communities direct to this Bank's branches 
in those localities. 
One account with either the Los Angeles or San 


Francisco office of Bank of America makes this time- 





saving California-wide direct routing service available. 


Bank of America 
NATIONAL fRYSV33 ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Bank of America Travelers Cheques 
are known the world over. Sell 
them to your customers. 
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Limited Holiday Service 


Pittsburgh banks offer limited services on 
legal holidays not generally observed. 


By CARL R. KORB 
Vice President, Mellon National Bank, Pittsburgh, Pa. 


HE MEMBER BANKS of the Pitts- 

burgh Clearing House Associa- 
tion have observed general Saturday 
closing since the Spring of 1947. 
This was brought about by the fact 
that the offices of most of the large 
business concerns were closed on 
Saturday, one of the results of which 
was to make it increasingly difficult 
for the banks to secure the proper 
caliber of new employees, in com- 
petition with those companies. 

The banks realized that the 5-day 
week was becoming more and more 
universal, but that the so-called 
minor holidays were not observed 
except by the Courts and Municipal 
and Government offices and their 
closing on these days was a matter 
of considerable inconvenience to 
some of their customers. 

Although legislation currently in 
effect presented certain obstacles, it 
was felt that, with the observance 
of Saturday closing, steps should be 
taken to extend to bank depositors 


every service possible, on these 


minor holidays. 

After considerable discussion by 
the members of the Clearing House 
Association and consultation with 
legal counsel, it was decided to make 
the facilities of the*banks available 
to customers on a limited basis. 
These limitations restricted the ac- 
tivity to cashing checks, filling 
currency and coin requirements, ac- 
cepting deposits for credit on the 
next business day, granting access 
to safe deposit boxes, and extending 
trust service. For the majority of 
customers, these are the most im- 
portant services. 

Since that time, the banks have 
been open for limited service on 
the following legal holidays: 

Lincoln’s Birthday 
Washington’s Birthday 
Good Friday 

Flag Day 

Columbus Day 


THIS BANK WILL BE OPEN 


on the following Legal Holidays during 1951: 


Lincolin’s Birthday 
Washington's Birthday 
Good Friday 

Flag Day 

Columbus Day 

Election Day 

Armistice Day 


February 12 

February 22 

March 23 until noon only 
June 14 

October 12 

November 6 

November 12 


The following limited services will be available: 
Receiving Deposits for credit the following Business Day 
Permitting Access to Safe Deposit Boxes 
Withdrawal of Funds by Depositors 
Trust Department Services 
Making of Change 


MELLON NATIONAL BANK AND TRUST COMPANY 


Member Federal Deposit Insurance Corporation 


A typical announcement. 





One answer to the public relations problem presented 


by minor legal holidays. 


Election Day 
Armistice Day 

This added service has been wel] 
received by depositors generally, 
and undoubtedly has created good- 
will for the banks. 

At first there was some criticism 
from religious groups about the op- 
eration on Good Friday, and it was 
decided, beginning with 1950, to re- 
main open until noon only. Here 
again the banks are trying to fit 
their services to the wishes and 
needs of the majority of the popu- 
lation comprising this service area. 
At the same time the banks have 
endeavored to keep the burden on 
the employees at a minimum, by ar- 
ranging a Clearing House Exchange 
on the holidays concerned (with 
settlement on the following business 
day) so as to level off the burden 
which would otherwise result on the 
following day. 

The matter of the adoption of 
permissive legislation to permit 
more complete service on these days 
is now under consideration by the 
Legislative Committee of the Penn- 
sylvania Bankers Association. 


Loan Decisions Help Shape 
Business Leadership 


We are all in this boat together. 
Your responsibilities and those of 
the Federal Reserve System are 
inseparable. Neither you nor we can 
meet our responsibilities success- 
fully without close and understand- 
ing teamwork between us. Your 
role is indispensable because you 
help to shape the business leader- 
ship in this country. I have noted 
in the past that when you exercise 
your individual credit judgment you 
really decide who, among all the 
applicants for credit, will be fi- 
nanced. In making that decision in 
the past you have played a vital 
part in providing this country with 
the virile, enterprising, economic 
leadership for which it is famous. 
In making that decision today, you 
will do much to determine whether 
the value of the dollar will be de- 
fended and whether the strength of 
this economy of ours which is the 
hope and safety of all freedom lov- 
ing peoples will be maintained. 

May you play your role with cour- 
age and vision. The world needs 
your initiative and your contribu- 
tion as never before.—Thomas B. 
McCabe, chairman, Board of Gov- 
ernors, Federal Reserve System. 
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NATIONAL CITY BANK 


OF NEW YORK 


Head Office * 55 WALL STREET + New York 


67 Branches in Greater New York 


53 Branches Overseas 


Statement of Condition as of March 31, 1951 


ASSETS 

Cash, Gold and Due from Banks.. . 
United States Government Obligations. ..... 
Obligations of Other Federal Agencies 
State and Municipal Securities.......... 
Other Securities. 
Loans and Discounts. ; eee 
Real Estate Loans and Securities 
Customers’ Liability for Acceptances. 
Stock in Federal Reserve Bank. 
Ownership of International Banking Corpora- 

ae era. tgs Sata pel Oba ree Lime ees 7,000,000 
Bank Premises. 26,859,673 
Other Assets........ 3,944,166 


DOOR. occ dccisccccscctscccscceccee GIS 
LIABILITIES ; 


$1,542,787,227 
1,466,370,819 
49,594,967 
460,337,161 
123,818,593 
1,870,015,906 
9,282,856 
32,295,578 
7,800,000 





Deposits. . ee aictariial aks 
Liability on . Acceptances and Bills. $51,707,405 
Less: Own Acceptances in Port- 
folio. . sei Tee Cr ew 
Due to Pescion Cusend ‘Sento 
(In Foreign Currencies) 
Items in Transit with Branches. ... .. 


$5,167,682,639 


34,479,105 
9,073,500 


20,626,042 


Reserves for: 
Unearned Discount and Other Unearned 
Income. ; ya 11,685,411 
Interest, Taxes, ‘Other Accrued Expenses, etc. 33,974,466 
Dividend. ee re eer ee 3,100,000 
Capital. . eee _$124,000,000 
(6,200, 000 Shares—$20 Par) 
Surplus. . itvsee secs See 
Undivided Profits. 59,485,783 319,485,783 


Total. ...cccccccccccccccccceccerees $5,600,106.046 





Figures of Overseas Branches are as of March 25, 1951. 


$467,688,744 of United States Government Obligations and $9,446,400 of 
other assets are deposited to secure $407,110,351 of Public and Trust Deposits 
and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 
EE EEE 


Affiliate of The National City Bank of New York for separate 
administration of trust functions 


CITY BANK FARMERS TRUST COMPANY 


Head Office: 22 William Street, New York 
Capital Funds $30,707,166 


DIRECTORS 


WM. GAGE BRADY, JR. 
Chairman of the Board 


W. RANDOLPH BURGESS 
Chairman of the Executive 
Committee 
HOWARD C. SHEPERD 
President 


SOSTHENES BEHN 
Chairman, International 
Telephone and Telegraph 
Corporation 

CURTIS E. CALDER 
Chairman of the Board, Electric 
Bond and Share Company 


EDWARD A. DEEDS 
Chairman of the Board, The 
Nationa! Cash Register 
Company 


CLEVELAND E. DODGE 
Vice-President, Phelps Dodge 
Corporation 


L. M. GIANNINI 
President, Bank of America 
National Trust and Savings 
Association 

JOSEPH P. GRACE, JR. 
President, W. R. Grace & Co. 

WILLIAM H. HOOVER 
President, Anaconda Copper 
Mining Company 

AMORY HOUGHTON 
Chairman of the Board, 
Corning Glass Works 

ROGER MILLIKEN 
President, Deering, Milliken & 
Co. Incorporated 

FREDERICK B. RENTSCHLER 
Chairman, United Aircraft 
Corporation 

GERARD SWOPE 
Honorary President, General 
Electric Company 

REGINALD B. TAYLOR 
Williamsville, New York 

ROBERT WINTHROP 
Robert Winthrop & Co. 

BOYKIN C. WRIGHT 
Shearman & Sterling & Wright 








This Treasure Hunt Pays Off 


Annual housecleaning at the First of Louisville is an occasion 
for rounding up and conditioning for re-issue excess items 


of equipment and supplies. 


By WALTER DISTELHORST 


Advertising Manager, First National Bank, Louisville, Ky. 


ape SPRING together with the 
other business establishments 
and homes in Louisville, Kentucky, 
the First National Bank of Louis- 
ville, “The Oldest National Bank 
in the South,” has a complete 
housecleaning. It is clean-up and 
paint-up time, internally and ex- 
ternally, because southern house- 
cleaning is satisfied with nothing 
short of a thorough job, especially 
since Louisville is also preparing 
for that big event, the Kentucky 
Derby, in May. 

At our main bank and ten branch 
offices throughout the city there is 
painting and touching up of exteri- 
ors and washing of walls internally, 
with repainting when necessary, to 
gladden the eye of those with busi- 
ness to transact. 

Little “face lifting’ is necessary 
as yet at two new branch office 
buildings just completed to replace 
former headquarters, and at new 
property leased last fall at another 
location. But at the others the task 
proceeds merrily, not only for the 
benefit of out-of-town visitors but 
homefolks as well. 

In the past ten years something 
new has been added which might be 
called the hunt for buried treasure. 
To minimize the number of periodic 
visits to the stockroom each clerical 
worker establishes secret caches for 
the sequestering of supplies he uses. 
More than once these - drawers, 
shelves, and cabinets have kept 
their secrets so well that they are 
forgotten, and many a _  dollar’s 
worth of the bank’s treasure is lost 
from circulation. 

Included in this buried treasure 
are letterheads, envelopes, all man- 
ner of business forms, rubber bands, 
erasers, boxes of gem clips, staples, 
sponge cups, dry inkwells, pen 
points, pencils, and dozens of other 
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items. The stockroom custodian 
and the purchasing agent can vouch 
for the fact that the total cost of 
these accumulated items is quite 
high. 

An extra issue of dustcloths helps 
the employee bring cleanliness as 
well as order into these onetime 
hiding places, and if special clean- 
ing is required, an SOS to the daily 
maintenance crew suffices in most 
cases. 

A little well-meant curiosity on 
the part of department heads helps 
io make the institution-wide job a 
thoroughgoing one. 

Circulating memos and posted 
notices give the necessary details of 
procedure. Included in these memos 
and notices are instructions that all 
salvaged materials be returned to 
the stockroom for necessary clean- 
ing, dusting, etc., in preparation for 
their re-use. Our house organ, 
“Notes of Interest,” carries an ar- 
ticle on our annual drive at the 
appropriate time, as did its prede- 
cessor, “Fun and Finance.” This 
has called outside attention to our 
project from banker friends, who 
have written us for details on its 
operation. 

The program fits into the routine 
of any institution, however large or 
small its personnel. One cupboard, 
one closet, or one desk can benefit 
from it as well as multiples of 
them. 


Staff Becomes Supply Conscious 


An important by-product of this 
housecleaning campaign is_ the 
awareness of the supply and pur- 
chasing problem it brings to the 
institution’s personnel. In one 
stockroom the officer in charge can 
keep the flow under control, but 
this is not possible if supplies ac- 
cumulate all over the place. Under 
these circumstances, usage figures 





are unreliable and tend to cause 
overpurchasing. 

More important would be to re. 
move the necessity for these annual 


' roundups. Yet where there are ag- 


gregations of young and not too 
far-seeing employees, this is prob- 
ably too much to expect. 

Spring seems to be the appropri- 
ate time for such a campaign, but 
whatever the season, it is a task 
that more than pays off and should 
be done at least once a year, for 
by means of this annual roundup, 
we are able to conserve the use of 
items which can be provided only 
at the expenditure of the bank’s 
dollars and cents, and we can bring 
about the salvage of hitherto wasted 
materials running into a consider- 
able loss. 


We Must Put People In. Our 
Hearts! 


Do you realize that there is 
readily available to you a tremen- 
dous elemental force for personal 
progress which is not unlike atomic 
energy in its possibilities? That 
force is enthusiasm. Enthusiasm has 
the power to take us almost any- 
where we want to go. It rolls over 
obstacles. It can sweep us to high 
places and give us an almost un- 
conquerable power. And the won- 
derful thing about enthusiasm is 
that the more we use it, the more 
we have left. 


But where can we find a depend- 
able source of this magic energy? 
Within ourselves? No. In our jobs? 
No. The one inexhaustible source 
of enthusiasm lies in the people we 
serve. To hook up the power of en- 
thusiasm in our lives we must put 
people in our hearts, people with 
their infinite and inspiring variety. 
We must center our thoughts and 
our efforts upon people, upon their 
constant need of us and American 
National’s services. We must think 
and plan to make their lives fuller 
and happier and in doing so we 
shall get power and strength for our 
own growth.—American Eagle— 
House organ of American National 
Bank and Trust Company of Chi- 
cago. 


He will be immortal who liv- 


eth till he be stoned by one 
without fault.—Fuller 
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requirements surveyed, competently 
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| the pioneer in the field of insurance 
analysis for banks, will undertake a 
is survey of your institution, in cooper- 


ation with your local insurance agent 
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hat protection. That strength is attested 
has in the $465,000,000.00 in claims paid 
ny- out by The Fidelity & Casualty 
wer Company, a part of the total of 
: $1,690,000,000.00 paid out in claims 
‘igh by The America Fore Insurance 
un- Group, of which it is a member 
on- company. 

1 is Send the coupon below to have 
1ore an insurance analysis made for your 


institution—at no obligation. Be sure 
to include the name of your insur- 
nd- ance agent or broker— TODAY! 
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Where We Are At 


By Thomas H. Barber. Published by Charles 
Scribner's Sons, 597 Fifth Ave., New York 17, 
N. Y. Price $3.00. 255 pages. 


Thomas H. Barber states in his 
foreword to Where We Are At that 
there is one story which is always 
the same—dislike of and discontent 
with our government; too much 
taxation; too many laws and restric- 
tions; not enough income. 

Mr. Barber’s publishers aver that 
there is a solution for these ills, and 
a very simple one. “Where We Are 
At states it (the solution). Nothing, 
in fact, is wrong with the United 
States that the thoughtful action of 
the people cannot fix.” 

That the book is an attempt to 
furnish the necessary diagnosis, the 
author admits. He has written it to 
develop this principle in a simple 
and readable form. 

He states: “I can offer no panacea 
nor suggest any method to bring a 
cure. I doubt if any single man can. 
But many men, seeing the situation 
together, might be able to. This 
book is written in the fervent and 
prayerful hope that reading it will 
inspire some men, more intelligent, 
thoughtful and experienced than the 
writer, to find some way to save this 
country from becoming a totalitar- 
ian dictatorship, and recreate it 
once more into the glorious Land of 
the Free.” 


How To Lay A Nest Egg 


By Edgar Scott with an introduction by Emily 
Kimbrough and drawings by Richard Decker. 
Published by Montgomery, Scott and Co., New 
York and Philadelphia. Price $1.50. 65 pages. 


“Financial facts of life for the 
average girl,” How to Lay a Nest 
Egg is meant to help women decide 
on their financial aims and achieve 
them. 

Mr. Scott’s publishers advise— 
“Take your own measure for a 
tailor-made personal investment 
program. With a light hand the 
author shows you how, and guides 
you through the fiscal woods, ex- 
plaining banks, wills, stocks, bonds, 
brokers, and trusts. He dehorns that 
old devil, Finance; he tells how in- 
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vestment works,-why it pays off, 
where and how you come in. With 
this easy-to-grasp advice, you, too, 
can plan a profitable future for 
your savings.” 


Policy for the West 


By Barbara Ward. Published by W. W. Nor- 
ton and Co., Inc., New York, N. Y. 317 pages. 
Price $3.75. 

In Policy for the West, Barbara 
Ward examines how new, more 
comprehensive, and more unified 
policies on the part of the Western 
nations could develop. She relates 
them not only to the known hostility 
of the “Soviet half” but also to the 
positive vision of a free and united 
Western world. 

Of this timely book’s author, the 
publishers state that “. . . no one 
today surpasses Barbara Ward in 
the ability to make plain the essen- 
tial simplicity of apparently con- 
fused questions.” 


The Impact of Government On 
Real Estate Finance 


By Miles L. Colean. Published by National ~ 


Bureau of Economic Research, 1819 Broadway, 
New York 23, N. Y. Price $2.50. 171 pages. 


Miles L. Colean, a consulting 
economist specializing in the fields 
of real estate finance and construc- 
tion, traces the course of govern- 
mental influence from colonial times 
to the present in The Impact of 
Government on Real Estate Finance 
in the United States. 


In this book the background of 
many current interventionary poli- 
cies is revealed and the extent to 
which this field of enterprise has 
been subjected to the regulation, 
restriction, and stimulation of gov- 
ernment is disclosed. 


Particular attention is given to 
the measures enacted from the on- 
set of the depression of the 1930’s 
through 1949, as well as to the 
emergence of radically new con- 
cepts of the nature and purposes of 
mortgage credit, and of govern- 
mental responsibility in respect to 
it, which have grown up during this 
period. 


A Reconstruction Of Economics 


By Kenneth E. Boulding. Published by John 
Wiley and Co., Inc., 440 Fourth Ave., New York 
16, N. Y. Price $4.50. 308 pages. 


In his approach to the subject of 
this book, Mr. Boulding, professor 
of economics at the University of 
Michigan, represents his attempt to 
overcome two major weaknesses of 
present economic theory: 1. The un- 
satisfactory nature of the theory of 
the firm based on the Chamberlin- 
Robinson approach. 2. The defects 
which are existent in the Keynesian 
macroeconomics. 


“According to Professor Bould- 
ing,” the publishers say, “the pres- 
ent theory of the firm is deficient in 
capital theory, since it treats the 
firm as a simple income account. As 
a result, the economist has been able 
to give only fragmentary accounts 
of inventory changes, investment 
structure, liquidity positions, and 
the like. 


Communicating Ideas To The 
Public 
By Stephen E. Fitzgerald. Published by Funk 


and Wagnalls Co., 153 East 24th St., New York 
10, N. Y. Price $3.50. 


Communicating Ideas to the Pub- 
lic is a book which gives a new ap- 
proach to the basic problem of pub- 
lic relations: successful human 
communication. 


The book contains the latest ex- 
perimental findings on how and 
why people form ideas and opin- 
ions, which medium of mass com- 
munication will work most effec- 
tively on a given problem and to 
a given audience, specific informa- 
tion on how to break down psy- 
chological barriers. 


The author, Stephen E. Fitzger- | 


ald, is well qualified to write about 
the complex job of moving infor- 
mation into people’s minds. A news- 
paper and public relations man for 
more than 20 years, he was one of 
twelve newspapermen selected for 
a Nieman Fellowship at Harvard in 
1939. During the war he served the 
government as information special- 
ist on priorities, as director of the 
division of information, WPB, as 
deputy director of OWI. After the 
war he opened his own public re- 
lations office. 

In this new book he outlines the 
public relations techniques which 
he has developed and tested in his 
own successful career. 
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INSPIRES CONFIDENCE... 


“The best known name in paper’ 


Among the assets of a bank are the “intangibles” that So that you may know this fine check paper better, 
create confidence in the judgment of the management. we invite you to mail the coupon for an up-to-date 
When you select Hammermill Safety for your customers’ sample book of Hammermill Safety. We invite you to 
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That’s true because your customers know the Hammermill protective qualities for yourself, 
name...many of them use Hammermill papers. at no expense or other obligation. 
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Aging Population Seen Having ‘Profound 


Significance’ For Government And Industry 


HE average life expectancy of a 

white male at birth has increased 
seventeen years since the turn of 
the century—three years in the past 
decade, according to an analysis of 
longevity trends, which has just 
been completed by the National In- 
dustrial Conference Board. “Simi- 
larly, since 1900 there has been an 
increase of about twenty years in 
the life expectancy of white females 
at birth and of four years since 
1940.” 


The addition of “many years” to 
the average person’s life is seen as 
having “profound significance for 
industry and government as well as 
for the individual.” 


Trends in Mortality 


One effect, the Board notes, has 
been to raise the median age of 
the population seven years over the 
past half century. 

“Interestingly, once a man gets 
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Zuality Control i MM ene ASSURES 
DEPENDABLE PERFORMANCE IN THE FIELD! 


The MM HARVESTOR G9 is built to get, thresh, 
and clean all your crops and all your crop fast 
and at low cost! Heavy crops, light stands, 
. every kind of crop is handled 
gently yet thoroughly by the efficient, big- 
capacity, straight-through threshing and clean- 
ing mechanism. The MM rasp-bar cylinder and 
one-piece, all welded steel concave thresh all 
the crops without breaking the straw and weeds 
to bits and without cracking grain or beans. 
The MM 69 has the reputation for /owest cost 
harvesting per acre, per bushel, and per dollar 


Your MM dealer will show you what makes 
the Harvestor 69 profitable to own and a 
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"CHECK THESE FEATURES: ~ 


/ Has V-belt drives with ad- 
justable sheaves on cy- 
linder, cleaning shoe, and 
cleaning fan. 

V Cleans without cracking 
the kernels or breaking 
straw to bits. 

y Cylinder and concave 
have high capacity with 
full-width beater ahead of 
cylinder. 

, New, improved sickle 
guard insures good pene- 
tration and fast shearing 
action. 

, Quick adjustment for dif- 
ferent crops. 

JV Sturdy, yet light and ma- 

neuverable. 

, Acanvas conveyor that is 
different. 


MM MODEL R—A rugged, powerful 2-plow 
tractor that does the job even when the going is 
tough. 140 fewer engine parts and many ex- 
clusive MM features. A dependable partner for 
your eficient MM HARVESTOR 69 

Get the facts today so you'll be sure ‘of getting 
your QUALITY MM harvesting outfit this year. 

Lowest cost lecwseine per bushel, per acre, 

per dollar invested is the reputation ‘of all MM 
Ha + | lacie SELLOUTS YEAR AFTER 
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beyond mid-life, his chances of 
living to a hundred are no better 
than they were a generation ago.” 
The white male at birth half a 
century ago “could look forward to 
an average life span of forty-eight 
years. At age thirty, he could look 
forward to living to sixty-five; and 
if he had reached the ripe old age 
of sixty he could look forward to 
living another fourteen years.” 


Expectancy At Birth Up 17 Years 


The white male born in 1948, on 
the other hand, “can look forward 
to an average life span of sixty-five 
years, an average increase of sev- 
enteen years. A man aged thirty in 
1948 can look forward to probably 
seeing his seventieth birthday—a 
lengthening of his life span of five 
years over the half century. But a 
man who had reached his sixtieth 
birthday in 1948 can now look for- 
ward to another fifteen years—an 
increase in longevity of only one 
year since 1900.” 


Science has so far launched its 
“most successful attacks” against 
the diseases which are peculiar to, 
or most prevalent in, childhood and 
young adulthood. Infant mortality 
has been reduced two thirds in three 
decades. Mortality from premature 
birth has been halved in the same 
period. Deaths from the principal 
communicable diseases of childhood 
(measles, scarlet fever, whooping 
cough, and diphtheria) have been 
dramatically reduced from 65.3 to 
about 2.0 per 100,000 since the turn 
of the century. 


All this progress, the analysis 
points out, has added seventeen to 
twenty years to the white child’s 
expected life and about twenty-five 
years to the average colored child’s 
life. 


As to the diseases of later mid- 
dle and old age—cancer, the heart 
diseases, and diabetes, science “has 
obviously not fared so well here.” 
The crude mortality rate of cancer, 
for example, is “double that of 
1900.” The increase in this rate 
“does not have quite the signifi- 
cance it appears on the surface to 
have.” The population is getting 
older; since cancer is a disease of 
the older ages,” this alone would 
tend to increase the crude death 
rate.” ’ 


Early in the century, the life ex- 
pectancy of the industrial popula- 
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tion was “significantly lower” than 
that of the entire population. Over 
the past few decades, however, “it 
has been increasing more rapidly 
than that of the entire population.” 
In 1911-1912, this group experi- 
enced a disadvantage of six and 
one-half years in longevity, but by 
1948 it had practically reached the 
level” of the population as a whole. 

Some 25% of the working popu- 
lation was forty-five and over in 
1890. This group constitutes more 
than one third of the labor force 
today. Corporations can look for- 
ward to an increasing number of 
persons reaching retirement age. 

It has been estimated that the 
male worker at age sixty in 1947 
could look forward to fifteen more 
years of life, but only 9.6 more years 
of labor force participation. He 
could look forward, therefore, to 
5.4 years out of the labor force in 
retirement. In 1900, the worker at 
age sixty could look forward to only 
one less year of life (fourteen), but 
eleven more years in the labor 
force, leaving him about three years 
in retirement. 


Economic Implications 


The aging and retirement of many 
more persons will mean “a greater 
dependence upon the productive 
portion of the population of a larger 
and larger group” of nonproducers. 

Among the aged, even those aged 
sixty-five and over, employment 
constitutes the most important sin- 
gle source of income. Sixty per cent 
of those sixty-five and over who 
had money incomes in 1948 had in- 
comes of less than $1,000. 


A Savings Interest Formula 


Noting a renewed interest in the 
subject, the Wisconsin Banker’s As- 
sociation recently published in its 
Badger Banker the recommended 
formula for computing savings in- 
terest worked out in 1945 by 
the association’s bank management 
committee. The formula follows: 

“Interest to be computed on the 
lowest balance during the inter- 
est period and from the first of 
the following month on all in- 
creases after the lowest balance, 
provided the lowest balance and 
the increases remain to the end 
of the interest period and have 
been on deposit three months or 
more.” 
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Condensed Statement of Condition, March 31, 1951 


RESOURCES 


Cash on Hand, in Federal Reserve Bank, 
from Banks and Bankers 


U. S. Government Obligations . 
Loans and Bills Purchased 
Public Securities . 
Stock of Federal Reserve Bank . 
Other Securities and Obligations 
Credits Granted on Acceptances 


Accrued Interest and Accounts 
Receivable. . = es 


Real Estate Bonds and Mortgages 
Bank Premises 
Other Real Estate 


Total Resources . .. 


. . . 





LIABILITIES 4 


Cope « sc kt és 
SueplesPend . « 1 ss « 
Undivided Profits . . . 


Total Capital Funds . . : . . $ 375,819,723.27. t 
i ae ee - «+ 2,579,928,778.36 ; 
Foreign Funds Borrowed . . .. 2. 2 « « 225,000.00 
Acceptances . f « - $ 16,826,920.61 
Less: Own Acceptances Held for 

Investment . ‘ 3,915,800.75 
$ 12,911,119.86 & 
Dividend Payable April 16, 1951 3,000,000.00 * 


Items in Transit with Foreign 
Branches « « 2 6 «© « 


Accounts Payable, Reserve for 





- $117,354,974.71 
9,000,000.00 
24,959,162.88 





; 
10,935,459.14 
7,400,869.75 : 
17,753,732.76 187,404,199.24 9 

arg 5,020,209.15 © . 

pee ; 16,572. 40 | { 


- $100,000,000.00 
200,000,000.00 
° 75,819,723.27 


1,223,147.71 








ST. + LONDON PARIS a) wee 


BRUSSELS 


and Due 
o « « om 79249740000 
782,194,389.80 


1,294,961,299.88 
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a - $3,021,824,366.55 
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Expenses, Taxes,etc. . . . 48,716,597.35 65,850,864.92 ; 
Total Liabilities . $3,021,824,366.55 
Securities carried at $339,827,967.01 in the above statement are pledged to qualify for 
fiduciary powers, to secure public moneys as required by law, and for other purposes 3 i 7 
5 § 
J. LUTHER CLEVELAND WILLIAM L, KLEITZ 
Chairman of the Board President 
DIRECTORS 


GEORGE G. ALLEN Chairman of the Board, 
Duke Power Company 
F. W. CHARSKE Chairman, Executive 
Committee, Union Pacific Railroad Company 
J. LUTHER CLEVELAND Chairman of the Board 

W. PALEN CONWAY 
CHARLES P. COOPER President, 
The Presbyterian Hospital in the City of New York 
WINTHROP M. CRANE, JR. President, 
Crane & Co. Inc., Dalton, Mass. 
STUART M. CROCKER President, 
The Columbia Gas System, Inc. 

JOHN W. DAVIS 


of Davis Polk Wardwell 

Sunderland & Kiendl 

CHARLES E. DUNLAP | President, 
Berwind-W bite Coal Mining Company 

GANO DUNN r President, 
The J. G. White Engineering Corporation 
WALTER S. FRANKLIN President, 
The Pennsylvania Railroad Company 

RAYMOND C. GAUGLER President, 
American Cyanamid Company 


LEWIS GAWTRY 
JOHN A. HARTFORD Chairman of the Board, 
The Great Atlantic & Pacific Tea Company 
CORNELIUS F. KELLEY Chairman of the Board, 
Anaconda Copper Mining Company 
MORRIS W. cmLOg Chairman of the Board, 


he M. W. Kellogg Company 
WILLIAM L. xumers President 


CHARLES §. MUNSON Chairman of the Board, 
Air Reduction Company, Inc. 


WILLIAM C. POTTER Retired 
GEORGE E. ROOSEVELT of Roosevelt & Son 
CARROL M. SHANKS President, 


The Prudential Insurance Company of America 
EUGENE W. STETSON Chairman, Executive 
Committee, Illinois Central Railroad Company 
THOMAS J. WATSON Chairman of the Board, 
International Business Machines Corporation 
ROBERT W. WOODRUFF Chairman, 
Executive Committee, The Coca Cola Company 


Member Federal Deposit Insurance Cor poration 
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Automaticclear signal. Gives 
automatic printed proof of 
whether or not the machine was 
clear when the operator started 
to use it. 


Automatic space-up of tape. 
Spaces tape to correct tear- 
off position when total is printed. 
Saves time, effort, paper. 


Automatic credit balance. 
Actual minus totals are auto- 
matically computed, and print- 
ed by a single touch of the 
total bar. Prints in red, with 
CR symbol. 


Full, visible keyboard. All 
ciphers print automatically — 
saving time, motion, and effort! 
Two or more keys can be de- 
pressed simultaneously. Amounts 
remain visible until added. 


The National Cash Register Company presents 
an Adding Machine designed to produce more 
work with greater accuracy and with less time 
and effort. 

Backed by National’s 67 years’ experience, 
and representing years of research, the National 
Adding Machine has _time-and-effort-saving 
features never before combined on one machine. 

National’s superiority is due mainly to the 
many things it does automatically. What a 
machine does automatically, the operator can- 
not do wrong—that promotes accuracy. What 
a machine does automatically, the operator 
does not have to do at all—and that saves 


with time-and-effort-saving features 
never before combined on one machine 


Easy-touch key action. Depression 
of keys is practically effortless, yet 
sufficient to tell you when you have de- 
pressed a key. Tensionisuniform 3 Y20z. 


both time and effort. 


Subtractions in red. 
Can never be mistaken for 
additions. Stand out promi- 
nently even after amounts 
have been “checked off” 
on the tape. Identified in- 
stantly, for everyone knows 
the meaning of red figures. 


Large answer dials. 
Always show the accu- 
mulated total in large 
numerals. Permit use of 
machine without tape. 


Heavy duty construc- 
tion. Compact for desk 
use. Portable enough 
to move about, yet rug- 
ged enough tocarryon 
through long years of 
hard service. 


Check the features shown above against 
your present machine or method. They are ex- 
amples to give you some idea of the new heights 
of achievement reached in this National. 

But only by an actual demonstration, on 
your own work, can you fully realize how this 


remarkable machine will 


Call your local National Cash 
Register Company’s office, or 
the local dealer for National 
Adding Machines,andarrange 
for a demonstration in your 
office, on your own figure 
work...or mail the coupon. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


Please send me booklet GOARAB, cn ccccses 
describing National Add- 
ADDRESS....... 
Please have your local Ae Tere 
representative give mea 
free demonstration. GR ccccceer 
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Purchasing For Efficiency . . . 
(Continued from page 14) 
stock ledger inventory is verified. 
Lest this detailed description of 
our system leave the impression 
that it is elaborate, expensive and 
complicated, I want to add that the 
entire purchasing detail, excepting 
only the physical care of the stock 
room, is handled by one person who 
has the additional duty of super- 
vising the Analysis Department, 
with occasional stenographic assist- 
ance. Far from complicating our 
supply procedures, we have simply 
made another application of our 
policy of combining in our various 
systems the utmost in efficiency, 
economy and audit control. 
Notwithstanding the very sub- 
stantial benefits which one year’s 
operation of this system has 
achieved for us in terms of im- 
proved operating results, this first 
year’s experience is of inestima- 
bly greater value to us in planning 
our future requirements in an eco- 
nomical and efficient manner dur- 
ing these times when difficult war- 
like conditions again prevail. 


The Successful Goldfish 

(Continued from page 26) 
payment under almost incredible 
conditions of economic depression 
or physical catastrophe, thus over- 
compensating for the minute per- 
centage of recorded losses. Almost 


fantastic is the fact that bond 
interest and principal were paid 
regularly and promptly after earth- 
quakes in Charleston, South Caro- 
lina (1886) and San Francisco 
(1906); after fires in Chicago 
(1871), Boston (1872), Baltimore 
(1904); after floods, tornadoes, and 
explosions in and near cities too 
numerous to mention. 


Many Favor Medium Grade 
Municipals 

Thus it is not an exaggeration to 
state that even a medium grade 
Municipal Bond (“Baa”, “Bl+”, or 
equivalent unrated) is a conserva- 
tive investment—a strong lock on 
the stable door, in other words. 
Most of the larger bank investors 
in Municipals, undeniably conserva- 
tive, believe that medium quality, 
yield considered, provides adequate 
security for their needs. 

Some other banks follow a dou- 
ble-lock policy toward investment 
security—“A” rated Municipals— 
believing that the higher quality 
obtained offsets the resulting lower 
rate of return. Very few bank in- 
vestors consistently are “Aa” or 
“Aaa” buyers; there are few who 
are so unrealistic as to reduce their 
return from Municipals to a level 
only slightly better than the net 
from U. S. Governments merely to 
be in a position to use their “Aaa” 
list for “‘window-dressing.” 

There is no escaping the fact that 











handling of every type of banking transaction. 


Our extensive services are at the disposal of 


all banks. 


CiTy NATIONAL BANK 
AND TRUST COMPANY of ¢ hicago 
208 SOUTH LA SALLE 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 
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variations in quality rating reflect 
substantial differences in the rate 
of return. Moody’s Municipal Bond 
Yield Averages for February 15, 
1951 were as follows: 


Quality Percentage Increase 
Long Term* Yield Over Aaa Quality 
Aaa 1.31% —_ 
Aa 1.38 5.3% 
A 1.73 32.1 
Baa 1.99 51.9 

Ten Year (State) 
Aaa 1.12 —_ 
Aa 1.15 2.7% 


*Approximately 20 year maturities 

Because even the most conserva- 
tive investor requires a reasonable 
rate of return from his funds, it is 
important to note that, on average, 
an “A” bond would yield almost 
one-third more than a “Aaa”; that 
a “Baa” would yield one-half more 
than a “Aaa”. 


New Approach To Employee 
Health Programs 


Industry can cut down employee 
absenteeism by more than half, as 
well as greatly increase on-the- 
job efficiency and improve the 
morale of executives and workers 
if it adopts a new approach to em- 
ployee health programs, according 
to Robert J. Clarke, secretary and 
personnel officer of The Seaman’s 
Bank for Savings, New York City, 
and David W. Ewing, assistant edi- 
tor, in a recent issue of the Harvard 
Business Review. The approach they 
advocate utilizes the principle of 
“preventive” medicine on a compre- 
hensive scale. The authors, after 
considering its applicability to all 
types of business, suggest that it 
may well be industry’s answer to 
“socialized medicine.” 

The specific program from which 
Messrs. Clarke and Ewing draw 
their conclusions in “New Approach 
to Employee Health Programs”’ has 
been tested by almost ten years of 
practical operation, having been in- 
stituted early in 1941 by The Sea- 
men’s Bank and the Grace Clinic in 


Brooklyn. 
The bank makes available to the 
employees and their immediate 


families the diagnostic facilities and 
services of the clinic staff and its 
consulting specialists. The company, 
in addition to bearing the costs of 
complete diagnosis, also pays the 
premiums for hospital and surgical 
insurance, so that if surgery and 
hospital care are found necessary 
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NCB Travelers Checks are accepted like cash everywhere. 
If they are lost or stolen, your customer will receive a full 


refund. Issued in $10-$20-$50-$100 denominations. 


Good until used. 


If you do not already sell NCB Travelers Checks, write 


for complete details. 


You keep ALL the selling commission— 
$7.50 on every $1,000 of checks sold. 


J Two important advantages 


to remember when you sell 


NATIONAL CITY BANK 


TRAVELERS CHECKS 





You are recommending world-famous 
“travel currency,” carried by experienced 
travelers for nearly a half century. 





THE NATIONAL CITY BANK OF NEW YORK 


Fivst in World Wide Banking 


Head Office: 55 Wall Street, New York 15, N. Y. 


53 Overseas Branches 
Member Federa! Deposit Insurance Corporation 





by the clinic, the employee can se- 
cure these, too, without cost. 


“The bank requires the employee 
to go to the clinic for a pre-employ- 
ment physical examination; and on 
certain occasions when the em- 
ployee is falling down on the job 
and will not visit his own doctor, 
the bank may urge him to go to the 
clinic. At all other times use of the 
clinic is absolutely voluntary... . 
With this sort of beginning the clinic 
can hope to obtain the same indis- 
pensable advantage that the family 
doctor has, and the goal of pre- 
ventive medicine—or, better yet, 
‘constructive’ medicine—becomes 
possible.” 


Flooding Cited As Chief Danger 
To Vaults In Atom Bomb Attack 


The possibility of flooding caused 
by broken water pipes and mains 
and not the force of the blast itself 
is the chief danger to bank vaults 
in an atom bomb attack, Harold 
E. Randall, vice president of The 
First National Bank of Boston, Bos- 
ton, Mass., recently reported to the 
annual savings and mortgage con- 
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ference of the American Bankers 
Association. 

Mr. Randall, who is a member of 
the committee on savings manage- 
ment and operations of the ABA’s 
savings and mortgage division, 
stated that his committee had dis- 
cussed the atom bomb danger with 
Dean John W. M. Bunker of the 
Massachusetts Institute of Tech- 
nology, whom he described as “one 
of the foremost authorities on the 
effects of atom bombings.” 


“Dean Bunker told us that within 
a half-mile radius of an explosion, 
there would be almost complete 
destruction, and that there would 
be fairly bad results for another 
half-mile because of fires and so 
forth,” he said. “The amount of de- 
struction would depend upon the 
height from the ground at which 
the bomb exploded, and of course 
the results of the explosion in the 
water would differ from those of 
an explosion in the air.” 

In spite of the terrific destruction, 
he believed that bank vaults would 
be left intact and that the contents 
would not be destroyed. 

“The radiation problem was de- 


bunked by Dean Bunker,” Mr. Ran- 
dall continued. “Some have been 
saying that it would be anywhere 
from six months to a year before 
you would be able to touch any- 
thing that the atomic bomb had 
affected, but he didn’t think that 
was true. He felt that several days, 
or perhaps only one or two days, 
would clean out the destructive 
elements of that radiation. You 
might be delayed a few weeks be- 
cause of rubble and other debris 
on top of the vaults but not because 
of radiation. 


“The main thing incident to our 
immediate problem is the statement 
from experts that the vault is a 
safe place for our securities, our 
cash, and our valuables and that— 
although the vault may be inac- 
cessible for a short period—the con- 
tents should be in reasonably good 
condition. The water problem is 
something which should be con- 
sidered, of course; and many banks 
are intending to maintain some 
kind of emergency pumping system 
which would help to keep water out 
of their vaults in case there are 
broken water mains.” 


43 





Upper Avenue National, Chicago, 


Introduces New Currency Dispenser 


REVOLUTIONARY NEW MACHINE 

for dispensing currency auto- 
matically in neat, rolled packages 
was placed in operation recently in 
the Upper Avenue National Bank 
in Chicago, Illinois, whose presi- 
dent, Hiland B. Noyes, is co-in- 
ventor of the device with his 
brother-in-law, Emerson E. Fies. 

The machine is one of several ex- 
perimental models constructed by 
Burroughs Adding Machine Com- 
pany to explore customer reaction 
and to test the basic design under 
actual working conditions. 

The original model, built by the 
inventors on their kitchen table, 
required nine months to complete. 
Designed to operate with Burroughs 
machines, the model in its present 
form will deliver to the customer 
any amount of currency up to $300 
automatically as the teller or clerk 
makes his computation on the fig- 
uring machine. 


In cashing a check in a bank, for 
example, the amount to be paid out 
is printed on the check, an account- 
ing record is created simultaneously 
for the bank, and the correct 
amount of currency is dispensed to 
the customer all in 4 or 5 seconds. 
Normally, this operation takes from 
25 to 30 seconds. 


The machine is equipped with 
protective and warning devices to 
insure the issuance of correct 
amounts. 


Companion unit in the new sys- 
tem is a packaging machine which 
will roll a stack of bills and wrap 
them in a marked wrapper, all in 
1/10 second. 

Although the project is still in the 
experimental stage and volume 
production will not be started until 
exhaustive tests have been com- 
pleted, Burroughs says that results 
to date are very promising. 

“The counting and dispensing of 


This packaging machine, companion unit in the new currency dispensing system, will wrap 


a stack of bills in 1/10 second. 
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The new dispensing machine delivering pre- 
packaged currency as clerk operates Bur- 
roughs machine (right). 
large volumes of currency is a 
time-consuming operation in many 
businesses,” Ray R. Eppert, vice 
president of Burroughs Adding Ma- 
chine Company, said. “That is par- 
ticularly true since the teller 
usually counts the currency twice 
in the process of paying out funds. 
“We are tremendously interested 
in the possibilities of this new de- 
vice, since our tests indicate that it 
will save about 50% of the custom- 
er’s time at a teller’s window.” 
The pre-packaged currency is 
stored in magazines arranged ac- 
cording to the amount of cash in 
each package. The packages are 
broken down into convenient de- 
nominations to permit issuing any 
required amount in a minimum 
number of packages. 


Phone Privacy 


a TE ANE I 
YOUR PHONE PROBLEMS 
SOLVED! 
@ PRIVACY ‘ 
@ OFFICE QUIET 
@ BETTER HEARING 
THE NEW IMPROVED 


HUSH-A-PHONE 


Snaps on transmitter. Wt. 5 oz. 
A Lifetime of service for $10. 
| Request Liter. or Call MU 3-6063 
HUSH-A-PHONE CORP. 
65 Madison Avenue ® N. Y. C. 
ee a ee Gee eer 
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Herring-Hall-Marvin Announces 
New Combination Counter Units 


The new 2 in 1 Counter Units 
combine lobby fixture with under- 
counter equipment in standard 
units that offer flexibility and econ- 
omy for both large and small in- 
stallations, according to the maker, 
Herring-Hall-Marvin Safe Co., 
Hamilton, Ohio. 


Installation is simple. The stand- 
ard Combination Units are placed 
in position on the finished lobby 
floor and anchored together. All 
work is done under one contract 
instead of under separate contracts 
for fixture and  under-counter 
work. Subsequent additions and re- 
arrangements can be handled easily 
and economically. 


The Combination Units are fur- 
nished in sizes that can be fitted to 
most floor plans on new and re- 
modeling jobs. The arrangement of 
cash, card, and storage drawers, 
and supply cabinets is made-to-or- 
der from standard units. 

Drawers and cabinets can be se- 
lected to keep supplies, machines, 
and money at employees’ finger- 
tips. Properly arranged, they are 
said to make public service faster 
by eliminating walking, searching, 
and waiting delays. 

Both fixture and under-counter 
equipment are made of furniture 
stock steel, finished to specifications. 
Composition tops on the counter 
and ledge are bound in stainless 
steel. The steel roll-top covers the 
counter completely. Supply cabi- 
nets may be open or closed with 
Sliding or swinging doors. 
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One the of most interesting breakdowns 
we examine regularly is our weekly serv- 
ice report. This tells us about the imprint 
orders coming in and going out Monday 
thru Friday, and gives us details relative 
to promptness of output. Using two-day 
service as “par” performance — and by 
two days we mean the time in our posses- 
sion—there is set up for us the number 
of orders that are “one day late,” “two 
days late,” and so on. 


While we are keenly interested in the 
number of orders processed, our real 
interest lies in the number not leaving 
our plants on time because only by 
holding these to a minimum can we 
hope to keep incoming orders at high 
levels. The rivalry between our plants, 
therefore, concerns itself principally 
with the wiping out of all orders not 
shipped in par. 


The consolidated report for the entire 
year of 1950 shows 83.95% shipped 
within our two-day time onataed, 
15.32% were one day late, .64% were two 
days late and .09% were three or more 
days late. Inasmuch as 99.27% fell within 







le UXE 


CHECK PRINTERS 


HOW MUCH LATE? 


Manufacturing Plants at: 


NEW YORK, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 


a three-day bracket, we are more pleased 
than critical of last year’s performance. 
What are we talking about? We think 
it’s wonderful! Anyway, such factual 
information feeding in to us each week 
keeps us sensitive to change and forces 
us to break bottlenecks without delay. 


How closely we will be able to adhere 
to these standards as the country gets 
deeper into the defense program remains 
to be seen. Occasionally we will get off 
the beam, as we did two months ago 
when we lost seven men to the army, 
but generally speaking we are optimistic 
about our ability to keep pretty much 
on top of things. Despite the scare head- 
lines in the papers, we feel confident 
that we will be able to deliver within 
reasonably good time limits all the 
checks our customers need this year... 
this year. And we think also that we 
will be able to deliver all the checks 
our customers need next year... . next 
year. This is a subtle way of saying that 
there has never been any need to load 
up on bank checks. There is no need 
to do so now. 





Check What You Need And Mail This Form 


. Addressing Machines 

. Air Seger | 

. Architects and Builders 

. Bandit Resisting Enclosures 
and Alarm Systems 

. Bank Building Fixtures 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 
Ledger 
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. Bronze and Brass Signs 

. Bulletin Boards 

. Calculating Machines 

. Chairs, Posture, Office 
Changeable Signs 
Checks 


. Check Book Covers 

. Check Cancelling Perforators 

. Check Desks 

. Check Endorsers 

. Check Files 

. Check Protectors 

. Check Signers 
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. Check Sorting Trays 
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. Coin Bags 
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28. Coin Boxes 


. Coin Changers 
. Coin Counting Machines 


THE BANKERS SECRETARY 
Rand McNally and Co., 536 So. Clark St, Chicago 5, If. 


Please have buying information sent us on the items circled above. 


Coupon Books 64. 
Currency Straps 
Dating Machines and Stamps 66. Heer) ae Bank Systems 
Deposit Ticket Files 67. Proof Machines 

Desk Lamps, Fluorescent 
Desk Pen Sets 

Doors, Bronze, Aluminum, 70. Rubber Stamps 
Stainless Steel 


. Coin Counting and Packaging 58. Night Depositories 
Machines 
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Coin and Currency Trays 61. Past Due Notices 
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Personal Loan Advertising 
65. Personal Loan Systems 


68. Raili 
69. Recorders, Voice 


71. Safes, Fire and Burgiar-Proof 

72. Safe Deposit Boxes 

73. Safe Deposit Records 
Savings Banks, Home, Pocket 


74. 
Forms, Machine Bookkeeping 75. Scales, Postal, Parcel Post 
. Forms, One-Time Carbon 
48. Forms, Continuous A 
. Grilles and Gates 78. Storage Fi 
. Inter-Office Communicating 79. Time and Delayed Time Locks 


76. Seals, Coin -. 4 
—_ Soe , Notary, etc. 


80. Time Stam 
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. Interest Tables 81. Travelers Checks 
5x Lighting Systems, Fi t 
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Locking Envelopes 


82. Trucks, Tellers 
83. Typewriters 
84. Typewriter Stands 
. Vaults 
Vault, Trucks 
. Vault, Ventilators 


88. Visible Records 
. Windows and Lobby Displays 




























































Evolution of Farm Machinery 
Traced in ‘Land of Plenty’ 


Land of Plenty is the title of an 
unusual new booklet published by 
the Farm Equipment Institute as a 
result of the cooperative efforts of 
more than 200 competitive farm 
machinery manufacturers. It is il- 
lustrated with 163 historical photo- 
graphs and 13 drawings. 


Most of the book is devoted to the 
evolution of farm machinery, but it 
also tells how the farmer has pro- 
gressed from a muscle worker com- 
manding 1.6 horsepower in 1870, to 
a director of engines and machinery 
commanding 33 horsepower today. 
It lists nearly 150 major milestones 
in the history of American farm 
mechanization. 


Land of Plenty tells how in a 
little more than one hundred years 
a miracle has changed agriculture 
from the age of homespun to the 
age of power—from the self-suffi- 
cient, produce-for-yourself type of 
farming to a commercial operation 
where each agricultural worker 
grows enough food and fiber to 


Tor Those Woo Cannot or 
Should Not Climb Stairs... 







| 
| 
Stair strain is heart strain. Avoid this health 
hazard—by the push of a button you can | 
ride! A Sedgwick Electric Elevator or a_ | 
Stair-Travelor provides a safe, energy-saving | 
convenience. Readily installed. Endorsed by | 
physicians. Praised by users. Nationwide | 
representation. 

Write for illustrated booklet 








Ae MACHINE WORKS | 
16] West iSth St., NewYork | 


THE MAXIMUM IN SAFETY 





THIS SIGN, RECENTLY INSTALLED by The Syracuse Trust Company, 
Syracuse, N. Y., Was designed and patented by Jesse Kauffman, local 
advertising man, and is the first of its kind. It contains a roll on which 
there are six changes of subject matter, and changes are made auto- 
matically at whatever intervals may be decided upon. A combination 
of Luva-Lite paint and a General Electric Black Light tube provides 
a spectacular effect. 


support fifteen persons. 

Here is a clear explanation of 
the continuing difference between 
America, land of abundance, and 
the rest of the world where more 
than a billion humans never get 
enough food for health—and only 
three out of ten can be considered 
well fed. 

Land of Plenty can be obtained 
by sending 25 cents per copy to the 
Farm Equipment Institute, 608 
South Dearborn St., Chicago 5, Ill. 
Bulk prices and imprint costs are 
available on request. 
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*4063"" Is Newest Addition 
To Curtis Lighting Line 


Shielding is the outstanding fea- 
ture of Curtis Lighting’s newest ad- 
dition to its Forty-Sixty line—the 
“4063.” 

The “4063” uses two 40-watt, 
T-12, 48-inch fluorescent lamps 
and is designed to provide excel- 
lent general illumination. The 35- 


degree crosswise and 45-degree 
lengthwise shielding offered by this 
unit makes it especially suitable for 
locations where the luminaires are 
to be installed parallel to the line of 
vision. 

The low-brightness of the “4063” 
blends with the illuminated ceiling 
making it possible to obtain high 
levels of quality illumination with- 
out annoying glare. 


The side reflectors are con- 
structed of Alzak aluminum and the 
center V-bar reflector, louver fins, 
and wiring channel are made of 
steel finished in white Fluracite 
enamel. 


Maintenance of the “4063” is kept 






“Remind me to buy 
Standard Window 
Coin Wrappers, 
Miss Jones.” 
Saat 



























A Complete Line of Money Wrappers 


STANDARD PAPER GOODS 


+ MANUFACTURING COMPANY 
WORCESTER 8, MASS. 
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Bronze or Brass 
PERPETUAL CALENDAR 


For Counters and Booths 
(with Pen Holders) 


CK-2 —Single Face—2 Pens — $45.65 
CKD-2— Double Face—4 Pens — $75.90 


(For CHROME, add $2.80 to each 
Price) 


Write for details of other All-Metal 
PERPETUAL CALENDARS—with or without 
Pen Sets—for Counter and Wall use. 


Headquarters for all 
CALENDARS - NAME PLATES - INSERTS 
HOLIDAY TABLETS - SPECIAL PLAQUES 


BANK PRODUCTS CO. 


3 PARK PLACE 
NEW YORK 7 








SEALS BY PRESSURE 
NO MOISTENING... 


THE NEW WAY 
Actual stop watch checks 

3% SECONDS = the — speed . 5 

seconds against 

— seconds...with the new 
= STYX-DRY Bill Strap. Seals 

by pressure, no moistening, 
no mess. Retains adhesive- 
ness for years. In Colors for 
different denominations. 
Made of choice brown Kraft. 


roel. L. DOWNEY 


Company 





THE OLD WAY 
7 SECONDS 





HANNIBAL, MISSOURI 


FREE SAMPLES 
WRITE DEPT. A Deen 


ld’s Largest Mfr 
n W rappers 
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at a minimum as there are no hori- 
zontal reflecting or diffusing sur- 
faces to collect dust. 


For additional information and 
catalog section, write to Curtis 
Lighting, Inc., Department 0-50, 
6135 West 65th St., Chicago 38, Il. 





Finished Copies In 60 Seconds 
With New Polaroid Copymaker 


A desk-top copymaker, designed 
for use with the Polaroid Land 
Camera, has been announced by 
Polaroid Corp., Cambridge, Mass. 

The device turns out dry, finished 
copies of documents, letters, 
sketches, drawings, or photographs 
60 seconds after the shutter of the 
camera is snapped. It also makes 
sharp close-up photographs of ma- 
chine parts and other objects up to 
11 x 14 inches. 


The unit is completely self-con- 
tained, ready for action on desktop 
or table when it is plugged into an 
AC outlet. 


Polaroid Corp. engineers delib- 
erately designed the unit for opera- 
tion by unskilled personnel. 


The case of the copymaker opens 
to form a rigid support for the 
camera and the object to be copied. 
A door in the top opens to provide 
a vertical mount for holding the 
standard model 95 camera in a 
vertical position. To make a copy, 
the letter or object is placed on a 
movable platform; a simple scale 
tells where to set the platform to 
get the entire document into the 
picture; what camera setting to use 
and which close-up lens to use for 
the proper magnification. 


The camera is operated in the 
same way for making copies as for 
taking pictures. Pictures are 3% 
x 4% inches. There are no tanks 
or liquids; the copy comes out of 


STEEL COIN BOXES 





Curmanco Steel Coin 





OLIVE GREEN Boxes are the Standard of 
ART STEEL comparison. Save time and 
DOZEN PRICE avoid mistakes. Easily 
$10 stacked and quickly 

OR $1.00 EACH counted. Used pe odoin! | 


Cost is nominal. 


CURRIER MFG. CO. 


2 St. vast a 6, Minn. 


CURRIER MFG. co. St. Paul 8 8, Minn. 
Send wert -~ Coin Boxes as checked: 





saeudeene Pennies -- see $100 Quarters 
aia aeaiade $ 20 Nickels ...++. $100 Halves 
enaaaiuy $50 Dimes _d....... $100 Dimes 
SEE 0h dad baa dnnd cb 07eGRiccngdbceenacedsebanaseaeens 
GEE A ccdeaucntatcbcosesedddndkcotentunneedenes 
For drafts, notes, 


deposit slips and all 
pads easy to se- 
cure. Saves time. 
Made _rigid-welded, 
in Art Steel olive 
green only. Each 
clerk needs _ one. 


i) CURRIER MFG. CO. 
St. Paul 8, Minn. 


Currier = a om St. Paul 8, Minn. 
Poc 8 Pocket, $5 
..10 Pocket, i. 50, plus postage. 

Name ver ‘ 
Address 


COUNTER CHECK 
SEPARATOR 






Aids your help in speedily separating local 

checks, clearings, transient, government, 

money order, etc. 
Pocket 4” x 8”—4” high. 


CURRIER MFG. CO. 
——_-—--—--- St. Paul 8, Minn. — — — 


Please send us the following 
Quantity 
4 Pocket—$4.50 ea. 
6 Pocket—$6.50 ea. 
NAME 


ADDRESS . 


SPEEDS TRAINING HELP 


CHECK & DEPOSIT TRAY 


For posting machine shelf. 
Checks are placed in first 
horizontal tray and tickets in 
the vertical tray. Checks 
are turned over as post- 
ed into 2nd tray and 


5 Pocket—$5.50 ea. 


as the ticket is proved 
it goes into the last 
tray. Saves many errors. 
Speeds their training. 
Size—14”"x14"x3”. Olive 
green Art Steel. 


CURRIER MFG. CO. 
St. Paul 8, Minn. 


CURRIER MFG. CO., ST. PAUL 8, MIN 
CURRIER MFG. CO., ST. PAUL 8, MINN. 

Please send... ..trays at $10.00 ea 

COREE ncacc ‘ icana 

ADDRESS... 








the back of the camera dry and 
ready for use. 

Special lighting eliminates re- 
flections from the shiny surface of 
paper and sharpens the contrast of 
material being photographed. 


Facit, Swedish Calculator 
Introduced In This Country 


A new calculating machine is 
being introduced to American busi- 
ness by Facit, Inc., newly estab- 
lished American subsidiary of Ak- 
tiebolaget Atvidabergs Industrier, of 
Stockholm, Sweden. Already dis- 
tributed in 77 countries throughout 
the world, all models of Facit busi- 
ness machines are now being made 
available in this country for the 
first time. 


Chief among the advantages of 
Facit machines is the simplicity and 
ease of operation. Controlled by a 
two bank keyboard with only ten 
digits, the machines can be operated 
easily, and by using a simple touch 
system, high speed is attained in 
a short period of time. The small 
keyboard also makes operation with 
one hand possible, leaving the other 
hand free for paper work. 

The Facit machines’ unusual con- 
struction makes them almost com- 
pletely free from operator error. 
All processes are fully visible to the 
operator so that each figure set can 
be instantly checked in its register. 
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GARDNER, ROBINSON, STIERHEIM, AND WEIS, INC., is offering a unique 
display service to banks. Consultants, designers, and builders, they 
analyze a bank’s display problems and recommend a solution gauged 
to the specific needs of the individual bank. 

Shown above are two of the displays which the firm designed and 
constructed for the Mellon National Bank and Trust Company, Pitts- 
burgh, Pa. In this particular instance, each of seven of the bank’s 
offices bought one display. At the end of one month’s showing the 
displays will be interchanged so that there will be a new display in 
each of the banks’ lobbies for seven months, after which time they 


will be repeated. 


Gardner, Robinson, Stierheim, and Weis, Inc., is located at 5607 


Baum Blvd., Pittsburgh 6, Pa. 


The machines are available in 
four models suitable for a variety 
of business calculations. All are 
compact in size, making them adap- 
table for daily desk work, and light 
in weight so that they may be 
moved about easily within the office. 

Facit business machines may be 
obtained through Facit, Inc., 500 
Fifth Ave., New York, N. Y. A 


Exclusive Distributors 
AJAX TIME STAMP PRODUCTS 


TIME DATE 


368 BROADWAY 


48 


and NUMBER, Inc. 


NEW YORK 13 N Y 





maintenance shop, directed by a 
service engineer formerly with the 
parent company, has been estab- 





lished in New York City. In ad- 
dition, every machine sold in this 
country is backed up with an esti- 
mated ten years supply of Ameri- 
can warehoused parts to cover any 
maintenance needs which might 
occur during this period. 


JOHN J. L. DENNEN, pioneer in the 
field of foreign remittance, has re- 
tired from his position as assistant 
vice president of American Express 
Co. and American Express Co., Inc, 
Mr. Dennen’s successor is VINCENT 
DEMAIO formerly manager of the 
service division of the American 
Express foreign remittance and ex- 
change department. 
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SAVINGS CLUB 


Here's the one plan that not only 
gets t ounts but also keeps 
them growing! Write 
today for 
builder 
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Bulletin and Directory 
BOARDS 


For All Purposes 


Also Desk Name 
Plates 


Send for illustrated literature 


ACME BULLETIN CO. enviar’ Nv. 
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New File Folder Tab Labels 


Dennison Manufacturing Co., 
Framingham, Mass., is marketing 
Reinforced File Folder Tab Labels, 
designed to solve some of the prob- 
lems of file folder upkeep. 





The new labels are claimed by 
their manufacturer to be a three- 
in-one aid to smoother office pro- 
cedure. 

1. They fit all 1/3 cut folders. 

2. They give any tab (espe- 
cially lightweight manila) three-ply 
strength, longer wear. 

3. They classify subjects by col- 
ors, providing instant identification 
when the folders are in the file cab- 
inet. 





MISS BEVERLY EVERETT IS SHOWN 
above operating the new electric 
proof-tape winder which has elim- 
inated hours of tedious work in the 
transit department of First Na- 
tional Bank, Palm Beach, Fla. 
Arthur Chantos, maintenance engi- 
neer of the bank, conceived of the 
machine as a time saving device 
for the employees in the proof de- 
partment, who manually wrapped 
or folded the long listings of checks 
from their three IBM machines. The 
winder is a compact, light weight 
finger control machine with vari- 
able speeds that rolls the yards of 
IBM tape for permanent filing as 
fast as ten feet per second. Mr. 
Chantos is applying for a patent 
on his unique tape winder. 


Allison 


COUPON 
COMPANY 
INE. 


% 


NOTHING LIKE IT 


For simplicity, effectiveness and econ- 
omy in handling Time Sales Accounts, 
nothing equals the Payment Coupon 
Book. It combines all notification work, 
all posting forms and all receipis in 
one simple booklet that requires only 
a minute or two to prepare. 


Until you learn all about this modern 
method, you will never enjoy freedom 


from detail and unnecessary expenses. 


Samples of what we have done 
for others and complete informa- 
tion will be sent upon request. 
Write to head office: Indianap- 
olis 6, indiana. 





BANKS ARE NATURALS 


for 


MATCH BOOK ADVERTISING 





GET THE FACTS 
IN “LION SHEDS 
SOME NEW 
LIGHT ON 
MATCH BOOK 
ADVERTISING” 


New FREE Lion Match Co. Folder 











—_ LION MATCH CO., Inc. ——- 
| 250 West STth St., M. Y. 19, N. Y. 
; Please send me your new folder | 
| Name ne ; 
| Firm Name lind | 
Address ee ee ! 
Reisasteniensdiiiniieiepiimeaiestaanaaiane | 





Bank’s Historical Caravan On Statewide Tour of Oregon 


Many priceless objects are in- 
cluded in a traveling museum 
which tells the story of Oregon— 
its discoverers, explorers, and set- 
tlers—and will be taken to more 
than one hundred communities in 
the state during 1951. 

Sponsored as a public service by 
The United States National Bank 
of Portland, in observance of its 
60th anniversary, the Oregon His- 
torical Caravan will tour the state, 
giving the people an opportunity to 
see and understand the social, 
economic, and geographic develop- 
ment of Oregon. 

As pointed out by Governor 
Douglas McKay in an official proc- 
lamation, “the caravan vividly por- 
trays the vision and pioneering 
spirit of Oregon’s early settlers. 
Its many objects of incalculable 
value should be regarded as the 
ingredients that have gone into the 
making of a great state.” 

The priceless historical items, 
ranging from the letter in which 
Abraham Lincoln declined the gov- 
ernorship of the Oregon Territory, 
to rare Oregon beaver coins, are 
being taken around the state in two 
specially constructed steel buses. 

Among the rare items visitors to 
the caravan will see are an original 
letter book of Dr. John McLough- 
lin, chief factor of the Hudson’s 
Bay Confpany at Fort Vancouver; 
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a hand-carved rosary found among 
the Indians prior to the known ar- 
rival in the Oregon country of 
Catholic missionaries; a rifle be- 
longing to Joe Meek, early moun- 
tain man;'a copy of The Spectator, 
the first newspaper published west 
of the Rocky Mountains. 


A “piece” of Abernethy money 
is displayed in the panel on com- 
merce and banking. To meet the 
need for some form of exchange, 
George Abernethy, who served as 
first provisional governor in the 
Oregon country, took a small stone 
and pasted on it a piece of paper 
with the words ‘“Abernethy— 
change 35 cts.” 

Two beaver coins, currently val- 
ued at $10,000, are exhibited in 
a specially constructed safe. The 
dies and molds used in making the 
“beaver money” are also on display. 
Early in 1849, eight prominent citi- 
zens formed the Oregon Exchange 
Company and began minting five- 
and ten-dollar gold coins to meet 
the problem of what to use for 
money. Although about 6,000 five- 
dollar coins and 2,850 ten-dollar 
coins were minted, few of these 
early pieces are in existence today. 
Their rarity is explained by the 
fact that they actually contained 
more gold than their face value and 
were bought up and shipped to 


é 


»> 


California where they were melted 
into 50-dollar gold slugs. 

Also included in the Oregon His- 
torical Caravan are many old pho- 
tographs and lithographs, early im- 
plements, trade items, famous let- 
ters, and other documents. 

In planning the caravan’s itiner- 
ary, Officials of the United States 
National Bank of Portland have 
tried to make the exhibit available 
to everyone. 


Series of 1950 Reserve Notes 
Being Placed in Circulation 


Federal Reserve notes of the 
new Series of 1950 have become 
available in limited amounts and 
now are being placed in circulation. 

In the interest of effecting econ- 
omies and providing for the more 
expeditious scheduling of produc- 
tion, the Treasury Department an- 
nounced, on Nov. 9, 1950, a new 
series of notes of the $5, $10, and 
$20 denominations. 

Designated Series of 1950. the 
new notes have the signatures of 
the Secretary of the Treasury and 
the Treasurer of the United States, 
the series designation, and the 
identification of the issuing Federal 
Reserve Bank overprinted in the 
same manner as the serial numbers 
and the seal, instead of being en- 
graved ds heretofore. 

The Treasury Department states 
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further that the serial numbers of 
the notes are slightly reduced from 
their former size and now are 
identical in style with the serial 
numbers which appear on the one 
dollar silver certificates. The identi- 
fication of the issuing bank and the 
Treasury seal also have been re- 
duced in size. 


Central Hanover Bank and Trust 
Company, New York, N. Y., has 
elected HENRY NEUBERT and GEORGE 
B. MORAN vice presidents. 


A 


Henry Neubert George B. Moran 


T. ROBERT FARAGHER has been 
elected vice president of The Bank 
of California, N. A., San Francisco, 
Calif. Previously, Mr. Faragher was 
vice president of The Peoples Na- 
tional Bank of Washington, Se- 
attle, Wash. WILLIAM H. DELVIN has 
been named assistant cashier of the 
bank. 





In less than two decades we 
© have advanced from 557th 
to 77th place among the na- 
% tion’s 15,000 banks—another 
= indication of Arizona’s % 


@ growing importance inthe # 


® National economy. 


VALLEY NATIONAL BANK 
7, RESOURCES $268 MILLION <2 


a. Office - Phoenix, Astsen 
OI a a i 


See 
MEMBER FECERAL DEPOSIT INSURANCE CORPORATION 
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Your Lawrence man 
offers you this 


Next time inventory figures in a loan application, call 
in your Lawrence man. He’s as near as your telephone. 


From his experience with inventories in many lines, 
he can determine for you if a given business lends 


itself to field warehousing. 


Why not call on his experience ? 


LAWRENCE SYSTEM 


Nationwide Field Warehousing 
FACILITATES LOANS AGAINST INVENTORY 


SAN FRANCISCO 
37 DRUMM ST. 


CHICAGO 
100 N. LA SALLE ST. 


NEW YORK 
72 WALL ST. 


Offices In All Principal Cities 





RAMSOM M. COOK has been named 
a senior vice president of American 
Trust Company, San _ Francisco, 
Calif. 


American Trust Company, Char- 
lotte, N. C., has named WILLIAM E. 
GODWIN assistant vice president and 
P. J. COOPER assistant treasurer. 


ARTHUR GANSON has been chosen 
executive secretary of the Wash- 
ington Bankers Association. Mr. 
Ganson was previously manager of 
the Alaskan division of the Seattle 
Chamber of Commerce. 


The Public National Bank and 
Trust Company of New York, New 
York, N. Y., has promoted RAYMOND 
J. CLARK and ROBERT P. GRAHAM to 
assistant vice presidents. 


South Carolina National Bank, 
Charleston, S. C., has promoted J. 
LIPSCOMB CALHOUN to assistant vice 
president. 


LIONEL W. OLSEN has been ad- 
vanced to vice president at First 
Security Bank of Utah, Salt Lake 
City, Utah. 


HARRY C. THOMPSON has been 
elected treasurer of Investors Di- 
versified Services, Inc., Minneapo- 
lis 2, Minn., to serve as the com- 
pany’s chief financial officer. 





Harry C. Thompson R. A. Lockwood 


RAYMOND A. LOCKWOOD has been 
named to direct the midwestern 
activities of Manufacturers Trust 
Company, New York, N. Y. 


Guaranty Trust Company of New 
York, New York, N. Y., has ap- 
pointed CHARLES L. MILLER as a sec- 
ond vice president and THOMAS F. 
COGHLAN as assistant treasurer. 


LAYTON M. GRIGSBY has been ad- 
vanced to assistant cashier at First 
National Bank in Dallas, Dallas, 
Tex. 
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The North Dade National Bank 
opened for business March 27 at 
North Miami, Fla., with capital 
funds totalling $275,000. Heading 
the new bank is L. A. USINA, also 
president of Peoples National Bank, 
Miami Shores, Fla. R. C. BROWN, 
AGNES B. BARBER, FRANK H. WILLER, 
and CHARLES D. BAILEY are vice 
presidents, and CHARLES W. LANTZ 
is cashier. 


A new branch of Chase National 
Bank has been opened in Santurce, 
a suburb of San Juan, Puerto Rico, 
bringing to four the number of new 
branches the Chase has added to its 
operations in the Caribbean area 
during the past few months. 


LEN T. THOMASMA, assistant gen- 
eral sales manager and a director 
of Todd Co., Rochester, N. Y., has 
been elected secretary of the com- 
pany. 


MRS. JAMES GLEASON has been 
named advertising manager of 


Omaha National Bank, Omaha, Neb. 





Li 


Manned by officials with years of 
experience, our Correspondent 
Bank Division renders a complete 
service, conducted in an intimate 
and personalized manner. 


Cooperation is our guiding policy. 
Public National 


BANK AND TRUST 
_ COMPANY OF NEW YORK , 
: Established 1908 = 
Member: New York Clearieg House 
Insurance Corporation £45 
‘ Pewtanstt Per. £54 ay 













AS PART OF AN EDUCATIONAL PROGRAM conducted by the Chicago 
District (Group-One) of the Illinois Bankers Association in the 
Chicago schools, copies of the first two A.B.A. films, “Pay to the 
order of .. .” and “How Banks Serve” are being made available to 
public high schools, and to all parochial and private schools at the high 
school level. Shown in the photograph is Edward A. Hintz, executive 
vice president, Southmoor Bank of Chicago and president of the 
Chicago District of the Illinois Bankers Association, turning additional 
films over to James P. Fitzwater, director of visual education, Chicago 
Board of Education. Also representing the banks were Moses M. Shaw, 
director of public relations, South East National Bank of Chicago 
(left) and Louis H. Hammerstrom, vice president of Continental 









Illinois National Bank and Trust Company. 


Security-First National Bank of 
Los Angeles, Los Angeles, Calif., has 
elected CLEM B. MILLER and ROLAND 
F. BUSH vice presidents. THOMAS G. 
ROODHOUSE has been elected auditor; 
JOSEPH K. KEE, assistant auditor; 
CARL G. NELSON and F. J. DAVIS, vice 
presidents. 


The National City Bank of New 
York, New York, N. Y., has ap- 
pointed ROBERT P. MACFADDEN and 
THOMAS R. WILCOX vice presidents, 
and WALTER W. JEFFERS has been 
appointed assistant vice president. 





Robert P. MacFadden 


Thomas R. Wilcox 


Valley National Bank, Phoenix, 
Ariz., has announced the establish- 
ment of an industrial division of 
its business development depart- 
ment which will be under the direc- 
tion of D. L. BOUSE, formerly indus- 
trial representative in the bank’s 
commercial loan department. 


DON H. ELBRIGHT, who for 12 years 
was Ohio State Treasurer, has re- 
moved himself from the political 
arena to become a vice president of 
Union Bank of Commerce, Cleve- 
land, Ohio. 





Don H. Elbright 
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E. H. FITZ has been appointed vice 
president and cashier of First Na- 
tional Bank of Nevada, Reno, Nev. 


Union Planters National Bank 
and Trust Company, Memphis, 
Tenn., has appointed WILLIAM VAN 
pYKE director of public relations. 


HOWARD WEBSTER POTTS has been 
appointed assistant cashier of The 
First National Bank of Jersey City, 
Jersey City, N. J. 


ALBERT W. AMBS and'‘T. CARL 
WEDEL have been appointed assist- 
ant cashiers by National City Bank 
of New York, New York, N. Y. 


J. Harvie Wilkinson Advises 
Women’s Clubs On Investments 


Consult a banker or a broker. 
That was the advice given to wom- 
en seeking constructive counsel on 
investments by J. Harvie Wilkin- 
son, Jr., vice president, State-Plant- 
ers Bank and Trust Company, Rich- 
mond, Va. 

Mr. Wilkinson was one of several 
businessmen in the fields of invest- 
ments, estates, and insurance who 
spoke at the recent forum “Women 
and Money” presented by State- 
Planters at the request of four 
executive business women’s clubs 
of Richmond. 

“A woman should first remember 
that no person follows all the 
stocks,” Mr. Wilkinson said. “Do 
not talk to 50 persons, it will only 
result in confusion.” He suggested 
seeing a banker or a broker whom 
you have good reason to believe is 
aman of good character and intelli- 
gence. 

“Remember that nobody has the 
Magic answer. It is a matter of 
digging out informaiton and as- 
saying it,” he said. “Inform your- 
self generally about investments,” 
he advised, suggesting as two 
sources of information Barrons, a 
weekly magazine, and How To Lay 
a Nest Egg by Edgar Scott. 

The problem of investment in an 
inflationary period was discussed. 
“If you had $1,000 in 1939 and kept 
it until 1951, you would still have 
$1,000, but it would not buy this 
year what it bought 12 years ago,” 
Mr. Wilkinson said. “If in 1939 you 
had $1,000 in a savings account at 
two per cent interest, today it 
would be worth about $710 in buy- 
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Income: 






From transportation of freight, 
passengers, mail, express, etc. 







From other sources—interest, 
dividends, rents, etc. 









Total Income 





Expenditures: 
Payrolls, materials, fuel, services 
gg eee ee 


Interest, rents and miscellaneous 
MIE Se biotech kerk ca sicnci 








Total Expenditures 


Net Income: 













For Improvements, sinking funds, 
and other purposes 


more than in 1949. 


for maintenance. 


over 1949. 


THE BALTIMORE AND OHIO 
RAILROAD COMPANY 


SUMMARY OF 1950 ANNUAL REPORT 


$402,541,896 $45,833,879 
8,686,657 1,619,020 
$411,228,553 _ $47,452,899 


$360,550,650 


35,640,823 
$396,191,473 


$15,037,080 


Developments following outbreak of war in Korea caused indus- 
trial production to rise. As a result freight revenue was $39,922,583 
Passenger revenue increased $362,611 over 
1949, due largely to military personnel moving in sleeping cars. 


Operating expenses in 1950 were $31,218,294 higher than in 
1949 because of larger traffic volume and increased expenditures 


The return on net investment of the Company in property devoted 
to public transportation was 3.389,—an improvement of 0.61 points 


Major improvements undertaken during 1950 included the new 
Import Ore Pier at Baltimore, Md., new double track tunnel on the 
main line between Grafton and Clarksburg., W. Va., and Central- 
ized Traffic Control between Grafton and Parkersburg, W. Va. 174 
additional Diesel locomotive units, 13 new sleeping cars, 2 Diesel 
rail motor cars, and 10 motor coaches were acquired. 


A dividend of $4.00 per share was declared on the Company's 
Preferred stock November 20, 1950, payable December 22, 1950, 
to stockholders of record December 1, 1950. It was the first full 
dividend declared on the Preferred stock for any year since 1931. 


Outstanding System interest-bearing debt, including equipment 
obligations, was reduced $6,275,063 during 1950. In the period 
1941-1950 System debt was reduced $92,118,763. 


R. B. WHITE, President 





Increase 
over 1949 


Year 
1950 





$38,655,126 


630,520 
$39,285,646 








$8,167,253 






































ing power. If you had put $1,000 in 
Series E Savings Bonds, today it 


would be worth $775 
power. 

“Tf $1,000 had been invested in 
common stock of either General 
Motors or Kennecott Copper and 
dividends had been reinvested, the 
dollar value in 1951 would be be- 
tween $1,300 and $1,400 in pur- 
chasing power in terms of the 
1939 dollars. But viewed over a 
22-year period, those same stocks 
are seen to have their ups and 
downs,” Mr. Wilkinson explained. 


in buying 


“General Motors sold at 91% in 
1929, 754 in 1932, and 106 in 1951. 
Kennecott Copper sold at 104 in 
1929, 4% in 1932, and 79% cur- 
rently,” he reported. “Thus we see 
the important thing is the time you 
buy,” he concluded. 

Other lecture topics were “Your 
Estate” by L. Burwell Gunn, vice 
president and trust officer, State- 
Planters, and “Your Insurance” by 
Willis J. Millner, Jr., vice president, 
Life Insurance Company of Vir- 
ginia, which was followed by a 
round table discussion. 
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Use This Extra Resewe poecount 
yf 


Through the ages insurance and banking have 
worked side by side. Insurance has gained an in- 
timate knowledge of the protection needs of banking. 
Bankers draw on this knowledge. Are you using this 
account? You incur no obligation by referring 
your property insurance problems to 









THE PHOENIX-CONNECTICUT GROUP 
OF FIRE INSURANCE COMPANIES, HARTFORD, CONN. 








Combined Statement December 31, 1950 


Assets - - - - - - - - - $141,920,367 
Liabilities - - - - - - - - -  , 70,080,153 
Surplus as regards policyholders’ - - - - 71,471,872 
Losses paid to December 31, 1950 - - - - 483,685,642 








CAPITAL FUNDS UP A BILLION IN 1950 


Rand McNally's ‘‘Blue Book’’ also shows large increase in deposits and loans. 


Only one item in the recapitulation of the condensed statements of 
the banks of the nation, appearing in the first 1951 edition of Rand Mc- 
Nally’s Bankers Directory, was smaller at the close of 1950 than at the 
beginning. That item was U. S. Government Bonds, total holdings of 
which decreased $5.6 billion to $73.26 billion. Both loans and deposits 
increased approximately $11 billion; cash and exchange were up $4% 
billion, and other securities $2% billion. Capital accounts increased nearly 
$1 billion, approximately half of which represented transfers to surplus. 
The comparative statement follows: . 




















12-31-49 12-31-50 Increase Decrease 
(in thousands of dollars) 

Cash and Sight Exchange .........$ 37,042,311 $ 41,701,517 $ 4,659,206 

UB. ek: Bomilies: 6... 6c6kae..s 78,876,187 73,262,176 5,614,011 
NN ora ps ow aie ate 12,599,173 14,829,982 2,230,809 

Loans & Discounts ................ 50,252,131 61,289,653 11,037,522 

Sn IR 5s is dnoa baw han we 2,208,638 2,564,353 355,715 

. ae ae .+++.+.-$180,978,440 $193,647,681 $ 12,669,241 (net) 
De. <ciweanes det wardens wee 3,542,493 3,662,704 120,211 

NE Beis Ne ecu e owls be wu Wikies 6,690,730 7,188,808 498,078 

Undivided Profits & Reserves ....... 3,346,810 3,686,581 339,771 

Total Capital Accounts ............ 13,580,033 14,538,093 958,060 

SND © onc aida iw a we 6 wb wee kbp, w:0 a 177,412,323 11,290,470 

Seer RRMIIIOS. 5 wn cc cccccesavces 1,276,554 1,697,265 420,711 
re Fr rer 180,978,440 193,647,681 12,669,241 






Following are comparative figures covering the numbers of various 
categories of banks in operation: 


































12-31-49 12-31-50 Increase Decrease 
PT ES ba Ad Nae owe denbde-cs-5 ee 4,961 20 
State Banks & Trust Companies .......... 9,616 9,594 22 
EE AR Se EIS eee er eS 120 120 
Other Banking Institutions .............. 86 79 7 
Ee a 14,754 49 
National Bank Branches ................. 2,128 2,283 155 
State Bank & Trust Co. Branches .......... 2,729 2,851 122 
I 9 as ata oak oa Bien 86 90 4 
I ch oe i 4,983 5,224 281 
SEND 6.55555 Rend Gea a ke at bua aan 19,746 19,978 232 (net) 
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Mercantile-Commerce Forms 
‘*Bank Blood Bank’’ With Six 
Other St. Louis Banks 


Mercantile-Commerce, with six 
other large St. Louis banks, is co- 
operating with the St. Louis Re- 
gional Blood Center to form a 
“Bank Blood Bank.” 

Employees of the bank who wish 
to donate blood will be asked to 
fill in cards which will be distribu- 
ted within the next few weeks. The 
other banks that will participate 
are St. Louis Union Trust Com- 
pany, Federal Reserve Bank, First 
National Bank, Mississippi Valley 
Trust Company, Boatmen’s Na- 
tional Bank, and Bank of St. Louis. 


Group Arrangement Most Satisfactory 


It is the experience of the various 
Blood Centers throughout the coun- 
try that group donation arrange- 
ments are the most satisfactory for 
the individual and from the stand- 
point of regularity of blood supply 
to the center. Under the group ar- 
rangements a quota is established 
based on the needs of civilians and 
the Armed Forces. If this is main- 
tained, the Red Cross undertakes 
to supply the blood needs of all 
members of the participating group 
and their immediate families. 


It is calculated that if one out of 
three in an employee group do- 
nates blood once a year, or an 
equivalent amount is produced 
through repeat donors, there should 
be enough blood for Armed Forces 
and civilian use. 


Using these figures, it is esti- 
mated that if eight donations a 
year were scheduled for M-C, 39 
employees should actually give 
blood each time. Of course, more 
than this would have to sign up 
because of last minute illness, or 
other reasons. It is suggested that 
no employee give blood more than 
twice a year.—Mercantile Com- 
merce News. 
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Answers To Bankers 
Monthly Quiz No. 94 


T. This is true because inter- 

est is collected in advance on 
the face amount of the loan, where- 
as the average unpaid balance for 
the term of the loan would be ap- 
proximately half that amount. 
However, relatively high servicing 
costs tend to equalize the net re- 
turn on installment and other loans. 


The applicant for the loan. The 

loan officer can gain more in- 
formation bearing on the various 
factors affecting the quality of the 
loan in an interview with the appli- 
cant than in any other way. 


F. Each trust account must be 

held intact, and its funds can- 
not be co-mingled with those of the 
bank or other trust accounts. 


4 (c) It is the principle used in 

the par collection of notes un- 
der the Suffolk Bank Plan which 
the United States is at present at- 
tempting to apply to the par collec- 
tion of checks. The plan was inau- 
gurated in 1819 by the Suffolk Bank 
of Boston to force country banks to 
redeem their notes at par, and by 
1825 had become strong enough to 
establish par collection of notes for 
all of New England. 


5] T. The Federal Reserve Bank 

of New York City was admitted 
as a special or limited member of 
the New York Clearing House As- 
sociation on November 13, 1914. 
As a special member it had no vote 
nor was it subject to the rules gov- 
erning collection charges. With 
these exceptions, it was expected to 
conform to the methods and rules 
of the association. 


6 | F. Clearing house numbers are 
assigned to members in the 
order in which they join the asso- 
ciation. 
The National Production Au- 
thority. For approval, the new 
building must provide banking fa- 
cilities which are essential to the 
community. 
Fl A state bank must obtain a 
permit from the bank com- 
missioner or banking board of the 
state or from some other designated 
state officer or board. A national 
bank must obtain its permit from 
the Board of Governors of the Fed- 
eral Reserve System. 
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F. This program was devel- 

oped by the Board of Gover- 
nors of the Federal Reserve System 
in consultation with representatives 
of the American Bankers Associa- 
tion and others, and its scope in- 
cludes every financing institution 
in the United States. The Voluntary 
Credit Restraint Committee consists 
of four commercial bankers, four 
life insurance men, and four se- 
curity dealers. 


(a) 6,402,000 civilians were 
working for the various gov- 


FIRST [95] EDITION 


: Published continuously since 1872 


available 
now 
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ernments in October, 1950, or one 
out of every 24 persons in the na- 
tion, according to the latest Census 
Bureau reports. 


(b) 
T. 


A minimum of three. 


(1) Stockholders’ contribu- 
tions and (2) accumulated 
earnings. 


Cash and Due from Banks. 
Most banks have adopted the 
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practice of listing their assets in the (a) 

order of their liquidity. P . 

F. A higher yield on an obli- 
gation bearing a fixed rate of 

interest can obviously be obtained 

only by reducing the amount of 


capital invested, and increasing in- 


Index To Advertisers 
United States Government Ob- 


ligations. Acme Bulletin Co. 
Aetna Casualty & Surety Co. .... 
Allison Coupon Co. ............ 49 


Its demand deposits. 


That the banking premises are 
leased and not owned. 


of depressing the bond market. 


CALENDAR OF EVENTS 


AMERICAN BANKERS ASSOCIATION 


June 


June 


Sept. 


4- 8—49th Annual National Convention, American Institute of Banking, William 
Penn Hotel, Pittsburgh, Pa. 


18-30—The Graduate School of Banking, Rutgers University, New Brunswick, N. J. 
30- 


Oct. 3—77th Annual Convention, The Stevens, Chicago, Illinois. 


STATE ASSOCIATIONS 


May 
May 
May 
May 
May 
May 
May 
May 
May 
May 
May 
May 
May 
May 
May 
May 
May 
May 
May 


June 
June 
June 
June 
June 
June 
June 


June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
July 


7-9—Missouri, Muehlebach Hotel, Kansas City. 
9-11—Kansas, Kansas City. 
10-11—Ohio, Statler Hotel, Cleveland 
10-12—New Mexico, La Fonda Hotel, Santa Fe. 
11-12—South Dakota, Cataract Hotel, Sioux Falls. 
14-15—Texas, Baker Hotel, Dallas. 
15-16—Tennessee, Andrew Johnson, Knoxville. 
17—Delaware, Du Pont Country Club, Wilmington. 
17-18—Oklahoma, Mayo Hotel, Tulsa. 
18-19—South Carolina, Francis Marion Hotel, Charleston. 
20-22—California, Huntington Hotel, Pasadena. 
21-22—Maryland, Chalfonte-Haddon Hall Hotel, Atlantic City, N. J. 
21-23—Arkansas, Arlington Hotel, Hot Springs. 
21-23—Mississippi, Buena Vista Hotel, Biloxi. 
23-25—New Jersey, Chalfonte-Haddon Hall Hotel, Atlantic City. 
23-27—North Carolina, The Carolina Hotel, Pinehurst. 
24-25—Alabama, Hotel Thomas Jefferson, Birmingham. 
25-26—North Dakota, Gardner Hotel, Fargo. 
31- 
June 2—Colorado, Broadmoor Hotel, Colorado Springs. 
3-5—Idaho, The Lodge, Sun Valley. - 
3-6—Pennsylvania, Chalfonte-Haddon Hall Hotel, Atlantic City, N. J. 
6-10—District of Columbia, The Homestead, Hot Springs, Va. 
7-9—Massachusetts, New Ocean House, Swampscott. 
8-9—Connecticut, Equinox House, Manchester, Vt. 
12-14—Illinois Bankers Association, 60th Convention, Hotel Jefferson, St. Louis. 
13-14—Indiana Bankers Association Convention, French Lick Springs Hotel, French 
Lick Springs, Ind. 
13-14—Minnesota, Radisson Hotel, Minneapolis. 
15-16—New Jersey Savings Banks, Monmouth Hotel, Spring Lake. 
15-16—New Hampshire, Wentworth-By-The-Sea, Portsmouth, N. H. 
15-16—Vermont. Equinox House, Manchester. 
17-19—Washington, Olympic Hotel, Seattle. 
18-20—Michigan, Book-Cadillac Hotel, Detroit. 
18-20—Wisconsin, Schroeder Hotel, Milwaukee. 
21-23—Montana, Canyon Hotel, Yellowstone National Park. 
21-24—-New York, Essex, Sussex and Monmouth Hotels, Spring Lake, N. J. 
22-24—WMaine, Poland Spring House, Poland Spring. 
12-14—West Virginia, The Greenbrier Hotel, White Sulphur Springs. 


OTHER ORGANIZATIONS 


May 
May 


May 
June 


June 


Sept. 


Oct. 
Nov. 


7- 9—NABAC Western Regional Conference, St. Francis Hotel, San Francisco, Cal. 

10-12—-NABAC Northern Mid-Continent Regional Conference, Commodore Perry Ho- 
tel, Toledo, Ohio. 

11-13—Middle Atlantic and New England divisions of the Association of Bank 
Women, Spring Conference, Chalfonte-Haddon Hall, Atlantic City, N. J. 

18-22—-Mortgage Bankers Association, 4th Annual Mortgage Banking Seminar, 
Northwestern University, Chicago, Ill. 

21-23—NABAC Southern Mid-Continent Regional Conference, Cosmopolitan Hotel, 
Denver, Colo. 

11-14—WMortgage Bankers Association, 38th Annual Convention, Mark Hopkins and 
Fairmont Hotels, San Francisco, Calif. 

22-25—-NABAC 27th Annual Convention, The Roosevelt Hotel, New Orleans, La. 

12-15—Financial Public Relations Association, 36th Convention, Hollywood Beach 
Hotel, Hollywood, Florida. 


terest rates would have the effect 


American Express Co. ....12 and 13 
American Tel. & Tel. Co. ........ 1 


Baltimore & Ohio Railroad Co. .. 
Bank of America N. T. & S. A., 

San Francisco 
er ee 


Burroughs Adding Machine Co. 
2-3 and 3rd Cover 
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Chase National Bank, New York .. 6 
City National Bank & Trust Co., 
Chicago 
Continental Illinois Nat. Bank & 
Tr. Co., Chicago ......2nd Cover 
CNG TE SOW oe os va oes Sawer 47 
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De Luxe Check Printers, Inc. 
See ee 47 
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Fidelity & Casualty Co. of 
New York 
First National Bank of Chicago .. 


G 
Guaranty Trust Co. of New York . 


H 


Hammermill Paper Co. .......... 
Home Insurance Co. ............ 
Hush-A-Phone Corp. ............ 


Insurance Company of North 
America 


La Monte & Son, George . .Back Cover 
Lawrence Warehouse Co. ........ 
Lion Match Co. 


Minneapolis-Moline Co. ......... 


N 


N. A. D. Used Car Guide Co. .... 
National Bank of Detroit 
National Cash Register Co. 40 and 41 
National City Bank of New York 

33 and 43 


Phoenix-Conn. Group 
Pitney-Bowes, Inc. .............. 
Public National Bank & Tr. Co., 


Ralston Purina Co. 
os eer 28 and 29 
Remington Rand, Inc. ........... 15 
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Sedgwick Machine Works 
Standard Paper Goods Mfg. Co. .. 


T 
Time, Date & Number, Inc. ...... 
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Valley National Bank, Phoenix .. 51 
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Ten years of 
customer acceptance 
in banks everywhere 
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Burroughs 
Commercial Teller’s 
Machine 


The Burroughs Deposit Receipt is legible, con- 
venient, and an ideal medium for brief mes- 
sages advertising bank services. It has become 
the accepted form of deposit receipt all over 
the country. Take advantage of the years of 
experience and customer acceptance behind 
this receipt and the machine that issues it by 
installing the Burroughs Commercial Teller’s 
Machine in your bank. Call your Burroughs 
man today and get the facts. 


4 
WHEREVER THERE’S BUSINESS THERE’S Bu rroug a 
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80 * Cnniversary 
of the Invention of 
Safety ‘Paper 





THE NUTLEY, W. J. PLANT OF 
GEORGE LA MONTE & SON 


W... George La Monte patented the first practical Safety Paper in 1871 he 
saw in it a product of great importance to Banking and Business. In the 80 
years since, the widespread acceptance of Safety Paper for checks has amply 
justified his foresight. We are proud of the part George La Monte & Son has 
had in serving the vast Banking and Corporate interests which have helped to 


make America great. 
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THE WAVY LINES @ ARE A LA MONTE TRADE-MARK 
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